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Simplicity Leads 


THE BEAVER 
WARM AIR HEATERS 


Lead in sales and service rendered because of the 
simplicity of their construction. 
The BEAVER WARM AIR HEATERS have a 
simple cast-iron dome, or crab, surmounted with 
a steel drum in which all gas is consumed, add- 
ing greatly to the heating capacity. This sim- 
plicity of construction has made it possible to 
have the fresh air from the outside circulate around the firepot section, cast-iron 
dome, steel drum, and on each side of the steel chamber, thus having it come in 
contact with every portion of heated surface in the heater. 

YOUR CUSTOMERS WANT SIMPLICITY OF CONSTRUCTION 

IN THE WARM AIR HEATERS THEY BUY 

Sell them the BEAVER WARM AIR HEATERS and you will be sure of satisfying their 
wants. The BEAVER WARM AIR HEATERS are fresh air heaters and are powerful, 
durable, economical and healthful. 


NOW is the time to take this step toward increasing your business. 











Write today for our proposition and have us send you full particulars explaining all, 


DANVILLE STOVE & MFG.CO. 


DANVILLE, PENNSYLVANIA 
W. D. SAGER, 330-340 North Water Street, CHICAGO, ILLINOIS 


PITTSBURGH, PA. SAN FRANCISCO, CAL. 
R. E. Edmunds, 104 Wood St. Mangrum & Otter Co., Inc., 561-563 Mission St- 


LOS ANGELES, CAL. 
Union Hardware & Metal Company 
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ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, 50 and 51. 
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Gold Mine 


to the Dealer, because it is a Bonanza to the Consumer 
(saving him trouble and repair expense, making his fuel bills 
smaller and insuring easily controlled, uniform and healthful 
heat, ventilation and humidity throughout his house) the Cinteees Gms some 


FRONTRANEK Steel Furnace 


is, on its own merits alone, the most Then we help the dealer who handles 
attractive Warm Air Furnace propo- the FRONTRANE, by furnishing all 
sition on the market today. Its sorts of “dealer helps,” and by a Na- 
longer fire travel gets most heat from _ tional Advertising Campaign in which 
the fuel; it stays in order, is easily we are spending thousands of dollars 
cleaned and has no direct draft to —one effect of which will be to make 


warp and buckle. the FRONT PANE in greater demand. 


Combine the two things—the best Warm Air Furnace on the market, Good bye! We're go- 
and the Service with which we are backirg this furnace—and it is, ing home RASS 
indeed, ‘“‘a regular Gold Mine” to the Dealer. is too hot for us. 


Are you a member of the FRONT RANE Club? 
If not, write us for particulars. 


Haynes-Langenberg Manufacturing Co. ol 


Rear view 4058 Forest Park Ave. Ot. £OU5R, 0. an nn ceaen 
‘ 
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How often have you heard or perchance used the 

expression yourself, “Why should I advertise? I have 

all the business I can handle and even if 

Persistent | got more I could not get the goods to 
Advertising. fill the orders.” 

It would be interesting to know how 
many men there are, salesmanagers, store managers 
and others, who make this assertion to advertising so- 
licitors every work day in the year. The number 
would be appalling, no doubt. 


On the other hand, have you ever studied the mat- 
ter and watched the big advertising organs? Does the 
big corporation ever stop, does it ever let up for one 
minute its campaign of publicity? 

The American public is peculiar. Facts must be 
hammered at them all the time. A name which is 
nationally known today will be forgotten in a week or 
a month, if not continually harped on. 

As an illustration, one of the biggest manufacturers 
of soaps and soap powders, at the opening of the 
European war in 1914, decided, because of business 
depression, to eliminate all advertising. All contracts 
were cancelled and with what result? Inside of six 
months, in spite of the fact everyone appeared to 
know the product and the name was a household word, 
the sales dropped fifty per cent. The salesmanager 
saw his danger in time and the advertising campaign 
was resumed, but it was some time before the volume 
of sales returned to what it was before the adver- 
tising was eliminated. 

The same is true in the hardware business. Suc- 
cess in advertising means eternal vigilance. A short 
letup and the effects, of maybe months of effort, are 
nullified. 

Recently Iver Johnson’s Arms and Cycle Works, 
who advertise persistently in AMERICAN ARTISAN AND 
HARDWARE REcorpD, stated their factory was running 
day and night. It was impossible to fill the orders and 
that this would continue for a year without the ex- 
penditure of a cent for advertising, but they were to- 
day advertising more heavily than ever. Continuing, 
this advertiser said: 

“Why do we do it? Because, and this goes to the 
root of all advertising principles, we want our prestige 
to be greater next year than this. This prestige has 
been growing for forty years, built up on advertising, 
and we want it to continue to grow. Our great sales 
of the present are the result of last year’s advertising 
and of the many years preceding that. Our sales next 
year will be all the greater for having advertised this 
year.” 
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This is the story of but one firm. There are thou- 
sands in the country like it, who have built up their 
business to its present huge proportions by the very 
persistency of their efforts in the publicity field. 

There is a lesson for every one who has a product 
to sell in these illustrations, be he a manufacturer, 
a jobber or a retail dealer. No advertising can give 
full value which is spasmodic. The socalled occasional 
advertiser does not and cannot secure the results, even 
if he uses considerably more space, that accrues to 
the advertiser who is persistently at it each and every 
issue of the organs he selects to cover his field. He 
does not impress his selling talks on the minds of his 
prospects as does the persistent chap and can never 
expect to effect the continued trade the patient, con- 
tinuous advertiser secures. 

This is why it pays to sell Nationally advertised 
goods. They are always advertised and each month 
and year increases the value of those goods to the re- 
tail merchant as a selling proposition. 

An old story is another proof of this assertion. 
Stop almost any man and ask him who was Vice 
President of the United States six years ago or ask 
him who was Charles Evans Hughes’ running mate 
for vice president on the Republican ticket last year. 
See how many can tell. The names of the men no 
longer appears in the newspapers and have been 
easily forgotten. 

The persistent advertiser, continually at it, can never 
tell how, when or where his advertising will be ef- 
fective. 

We recall a case in the South, where a concern ad- 
vertised a grocery product with a heavy campaign ex- 
tending over a period of years. Finally finding they 
were operating at a loss, they discontinued the line, 
which was over five years ago and still their offices 
occasionally receive demands for that product from 
people who have evidently just learned of it by read- 
ing some of their old literature. Such is the power 
of persistent advertising and the firm or persons who 
say they don’t have to advertise because they are do- 
ing all the business they can handle at that moment, are 
like the ostrich who sticks its head in the sand and 
imagines it is in hiding. Maybe they are doing ca- 
pacity business, but how long will it last if they do not 
continue to inform the public of what they are selling. 
A mighty short time. 

One more illustration of the fallacy of intermittent 
advertising. A College in a Mid-west city wanted to 
raise a half million dollars for new buildings and en- 


dowment. An expert in publicity was employed and 
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he started a comprehensive system of advertising both 
by mail and through the newspapers. A tremendous 
amount of space was secured, over five hundred col- 
umns of reading matter in the first four or five months. 
It was planned originally to have this man stay a year 
but the local authorities when they saw all which had 
been accomplished sat back, perfectly contented, and 
in spite of repeated warnings released the advertising 
man and shut down on the publicity campaign. They 
decided they did not need any more. What was the 
result? Money had started to pour in, at the rate of 
several thousand dollars a week. The total was well 
along toward six figures when the publicity campaign 
stopped. Almost immediately the flood of contribu- 
tions nearly ceased and inside of ten days had dwindled 
so that less than a hundred a week was being reported. 

Instead of keeping on coming in in a golden stream, 
the flow ceased almost as soon as the publicity did 
and showed the ones in charge that they, like so many 
have been before them, were penny wise and pound 
foolish. They cut off the expensive publicity man 
because they did not understand advertising and 
thought, once started, the contributions would never 
cease, only to learn that the money spent in maintain- 
ing the publicity or advertising department was all 
that caused the steady influx of contributions. Now 
when it is too late they wished they had kept up their 
campaign as originally outlined and not been so pre- 
cipitate in their actions. 

This is only another illustration of what the adver- 
tiser must expect. It is better not to advertise at-all 
than to advertise once, twice or three times even, and 
expect the maximum results from the minimum ex- 
pense. 








Ir HAS been said that the more knowledge a person 
acquires, the more does he realize how much he has 
to learn. Perhaps that is why some peo- 


— ple believe “Ignorance is bliss,” but the 
our — ° 
Business 2" who is intelligent enough to be con- 


stantly increasing his fund of informa- 
tion nevertheless fully appreciates the value of learn- 
ing. He would not be without it for the world. It 
means everything that is of importance in life to him. 

Many men in business and in the various trades are 
prone to underestimate the most fruitful source of the 
advice and information needed in the conduct of their 
enterprises. The truly progressive man realizes that 
no matter how much of a success he has made, or how 
much he knows, there are always many interesting 
and highly valuable facts which he can acquire and 
which will be of direct benefit to him in business. And 
what better means of securing this information can he 
employ than the clearing house of all business and 
trade activities—the trade journal? 

Even the wisest man in the world can learn from 
somebody else, and for some reason or other, not all 
of us are the wisest. The trade paper presents the 
pertinent ideas that the reader can and should utilize 
to achieve success. Its worth is as a rule far beyond 
the price paid for it or the time spent in perusing the 
articles contained therein. If we can take no one 
else’s word for it, we can at least put credence in 
the statement of Edward N. Hurley apropos of trade 
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journals. Mr. Hurley is an eminent authority in 
the business world, being a hardware manufacturer, 


‘ former chairman of the Federal Trade Commission, 


a railway director and now in government service in 
connection with the war. He says: 

“American business men do not realize the value 
which trade journals and technical magazines may be 
to them in increasing the efficiency of their facteries 
and in giving them a broad and comprehensive vicw 
of their business. Our foreign competitors read al- 
most every article published upon their business with 
great care and thoroughness. Many of them have 
duplicate copies of their favorite trade paper sent to 
their homes so that they may read them away from 
their business without being disturbed. Many foreign 
manufacturers contribute articles to these journals on 
phases of the business with which they are most 
familiar. Such articles are bound to be helpful and 

ave a constructive effect. Our trade journals and 
technical papers are the best in the world and they 
should be encouraged and supported by our business 
men. Copies should be placed where employes can 
see them and they should be urged to read and study 
them. These papers are preaching the gospel of 
sound business on practical lines and are helpful not 
only to business but to the country as a whole. Jf 
the suggestions made by them in the past had been 
followed by our business men it would not be neces- 
sary at this time to point out some of the fundamental 
weaknesses in American business.” 








WE READ in the Good Book that this was the firsi 
command of the Creator of the Universe, and we are 
also told that there was light, and man 
“Let There }y his ingenuity has added to the bril- 
i hich has illuminated the earth 
Light.” liancy whic s 
ever since. But we need more of it and 
need it badly. There is still room for considerable 
improvement which must be undertaken by each in- 
dividual merchant. To our way of thinking, there 
cannot be too much light after sundown; we know by 
experience that moths gather around the gas jet or 
electric bulbs ; the light seems to fascinate them. Why 
not apply the same principle to the store and show 
window? Increase your lighting capacity inside and 
out in such a way that the best results can be ob- 
tained. 

Our forbears labored under the light of a tallow 
dip or a smoky coal oil lamp because it was the only 
way, but in those days life was more prosy and hum- 
drum than it is today when we are looking for some- 
thing to interest and attract attention. 

It is poor policy for a merchant to have a dimly 
lighted show window when his neighbor perhaps has 
a store as bright as day. It indicates sluggishness, 
want of enterprise and go-ahead-itiveness. The pub- 
lic delights in being attracted although it may only be 
by a brilliantly lighted street. Electricity shows us 
the way to make our stores a magnet to draw trade. 
This eliminates the tallow dip and old gas jet. “Touch 
the button” is the slogan of today and we have light 
to our heart’s content. We shun the thoroughfares 
that are dark and the stores that are dingy but how 
we do congregate on the streets and in the stores 
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“where much light doth abound” and the human moths 
find their way inside and the cash register is kept 
busy. Rather expensive, you say. Not at all, when 
possible results are considered. The first outlay in 
dollars and cents is really inconsiderable and classed 
as an investment which will eventually pay a good 
dividend. 

By all means let us have more illumination inside 
the store as well as out, and there will be no complaint 
of poor business. Let light be the panacea in connec- 
tion with the artistic window display and popular 
prices. 








NOTES AND SKETCHES. 
BY SIDNEY ARNOLD 


RANDOM 





There is one word which to my mind stands for the 
goal to which we should all be working, and that is 
“accuracy.” Rightly interpreted, this word covers 
all the problems we are trying to solve for greater 
efficiency. 

Accuracy first of Thinking. Plans must be right. 
Greater waste comes from ill-considered moves than 
from all other sources combined. Wrongly directed 
or ill-timed moves,come from inaccurate thinking. 
Either the premises from which conclusions are drawn 
are false, or deductions are faulty. First think 
straight. 

Next comes Accuracy of Statement. 
body to tell the exact facts and practically the whole 
fight against objectionable advertising is won. Ac- 
curacy of statement is not exactly honesty, for the 
latter includes the element of motive—an ethical con- 
sideration—but if we can get the exact facts stated we 
will waive all other motives. 

Then there is Accuracy of Expression. Much waste 
comes from saying what one doesn’t mean or from 
expressing one’s idea so crudely that the burning 
thought, which would really do the business if it had 
half a chance, never gets across. The receiving mind 
does not get the sending mind’s thought accurately. 

Accuracy of Aim covers another phase of our re- 
quirements which is ordinarily expressed by such 
phases as selection of right expressions. This in- 
volves the big questions of how much and how good 
for the purpose required. 


Accuracy would be a good slogan for everybody. 
* * * 


Induce every- 


Fred Homer was going down-town from Hodge 
and Homer’s big West Side store the other day when 
one of his pals perpetrated this story on him: 

“T saw a man in the town,” said Bill, “who must 
have been nearly seven feet high—the tallest man I 
have ever seen.” 

“That’s nowt,” replied Bob. 
feet high.” 

Bill looked incredulous. 

“Fact,” said Bob. “I have two half-brothers, each 
measuring six feet.” 


“T have a brother 12 


x * * 


Alderman Gnadt of Chicago was waiting for his 
urn at Kelly pool at the Hardware club the other 
day, when the question of officers’ uniforms came up. 
The Alderman said it reminded him of a connoisseur 
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of paintings who saw in the window of a second-hand 
dealer's shop the portrait of an admiral in full uni- 
He offered the dealer $250 for it, but the latter 
declined to sell under $375 and, as neither would 
give way, the picture remained in the shop. A little 
time afterward the connoisseur saw the picture hang- 


form. 


ing in the dining room of a certain house he happened 
to be visiting. With an exclamation of surprise he 
walked toward it. 

‘“Halloa, what have you got here?” he said. 

His host replied that the portrait had -just been be- 
queathed to him and added: “It is the portrait of one 
of Nelson’s admirals, an ancestor of ours.” 

“Was he, indeed?” commented the connoisseur. “A 
month ago he was within $125 of becoming one of 
mine.” 

* * * 

I was struck by the truthfulness of the following 
few lines in the “Christian Herald” apropos of polite- 
ness, and it appeared to me that it is well worth em- 
phasizing the fact that politeness is not, or should not 
be used merely as a mask for the passing moment. 
It should be an integral part of our character because 
it conduces towards a thorough enjoyment of the 
higher feelings in life: 

Politeness Pays. 

We are too apt to regard politeness as a mere veneer. 
The pleasant smile, the spirit of helpfulness, the ready 
sacrifice, are not of the exterior alone. 

A good manner, like the good-nature that is a part 
of it, is not a thing to be thrown on and off with a 
dress coat or a fine gown. It is of the man or woman, 
as the aroma is of the rose. 

The polite man is at tremendous advantage. He 
can win favor and fortune circumstances 
where the loose-mannered and slovenly-spirited is left 
It is not altogether because 


under 


to grumble in failure. 
of the surface politeness; it is chiefly because of the 
sterling character that lies back of it and gives it force 
and effect. 

It attracts friends and good for- 
It creates 


Politeness pays. 
tune. It is a well-spring of good wishes. 
about a man an atmosphere in which luck likes to 


linger. 
OK * ok 


The man who wrote the little poem appended here- 
with may not be as well known as Tennyson, Milton, 
Longfellow and others whose names will remain with 
us through the ages, but he has managed to inculcate 
into these few lines a bit of sound logic and advice 
that many people can utilize tc their own betterment 


for the rest of their lives: 
Take a Walk Around Yourself. 
When you're criticising others and are finding here and there 
A fault or two to speak of or a weakness you can tear; 
When you’re blaming someone’s meanness or accusing some 
of pelf 


It’s time that you went out to take a walk around yourself. 


There’s lots of human failure in the average of us all, 

And lots of grave shortcomings in the short ones and the 
tall; 

But when we think of evils men should lay upon the shelves, 

It’s time we all went out to take a walk around ourselves. 


We need so often in this life this balancing of scales, 

This seeing how much in us wins and how much in us fails: 
Sut before you judge another—just to lay him on the shelf 
It would be a splendid plan to take a walk around yourself 
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UP TO THE MINUTE 
NEWS SIFTINGS 











The Bellaire Stove Company, Bellaire, Ohio, has in- 
creased its capital from $25,000 to $50,000. 


oa 





CHANGE OF DATE FOR CONVENTION OF 
SOUTHERN ASSOCIATION OF STOVE 
MANUFACTURERS. 





AMERICAN ARTISAN AND HARDWARE REcorp has re- 
ceived a communication from W. H. Cloud, Secretary 
of the Southern Association of Stove Manufacturers 
announcing a change in the date of the convention of 
the Association which was to be held at Signal Moun- 
tain Inn near Chattanooga, Tennessee, August 27 and 
28 to that of September 3 and 4 at the same place. 





a 
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BUSINESS MEN CALL BIG PATRIOTIC WAR 
CONVENTION. 





An emergency call has gone forth from the Chamber 
of Commerce of the United States to the business men 
of the country for a great war convention to be held 
at Atlantic City, September 17-21. It is expected to 
be the largest gathering of business men ever held and 
will show to the world that American business recog- 
nizes its duty in this crisis and stands solidly behind 
the government in war. Incidentally the object of the 
meeting will be to encourage our Allies and strike fea; 
into the heart of the enemy. 

Ways and means by which business must readily ad- 
just itself to the conditions produced by the war will 
be considered. Also there will come the questions of 
how to provide for business enterprises not essential 
to the nation in war time, food conservation, its special 
importance to business men, industrial relations and 
employment preblems, and foreign trade, banking and 
credit in war time. 
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GAS OVEN PATENTED. 








George F. Reznor, Mercer, Pennsylvania, has se- 
cured United States patent rights, under number 
1,235,602, for a gas oven described in the following: 


An over chamber having heating flues at each side, gas 
burners beneath the bottom of the chamber and adjacent 




















to the sides thereof which have flues, a deflector parallel 
with the burners and extending upwardly from between the 
burners toward the said flues and downwardly so as to 
prevent the burning gases due to one burner from mingling 
with those due to the other burner, and baffles above the 
burners so arranged as to direct the products of combustion 
from each burner upwardly between the baffle and the de- 
flector, the gas from each burner first meeting air after 
issuing therefrom and being directed toward the deflector. 





NEW BUILDING FOR THE COPE PATTERN 
WORKS. 





In the course of a pleasant visit from George B. 
Carter, secretary and general manager of the Cope 
Pattern Works, Detroit, Michigan, he informed us 
that a new two-story factory building, 94x60 feet, and 
a foundry, 94x100 feet, were being erected for the 
company at Wight and McDougal Avenues, Detroit, 
which they expect to occupy about October Ist next. 
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GREAT HAZARD IN RUBBER TUBES FOR 
NATURAL GAS STOVES. 








The most dangerous appliance in common use in 
homes is the rubber hose connection for gas stoves 
and lights, says the Bulletin of the Ohio Fire Marshal. 
It ought to be forbidden by law, and it is, and by 
ordinance, too, but the law is not enforced. Why? 
Because its enforcement would require a multitude of 
inspectors at public expense and it would make thou- 
sands of enemies for officials who think highly of 
votes. 

The rubber tube as a transmitter of natural gas in 
houses has slain its thousands, among the twelve mil- 
lions now using natural gas—murdered them silently 
by suffocations or noisily by explosion. 

Children at ages in which curiosity exceeds intel- 
ligence pull them off and are found asphyxiated by 
the vapor, or are incinerated by an explosion which 
wrecks the house. Older ones knock them off at one 
end while romping, because their ends are only slipped 
over the metal connections. They drop off when the 
stove or hot-plate is moved and are knocked off by 
articles falling upon them. ; 

The material used for the thimble at either end de- 
teriorates with age. The thimble next the stove is 
liable to crack and drop off. In this event there is an 
explosion if the metal in the burner is red-hot. If 
it is not, the leaked gas may expand till it reaches a 
blaze and an explosion wrecks the building, or it may 
suffocate any persons asleep in the room. 

Rubber tubes are prone to leak—most of them do, 
but usually the amount of gas emitted is not large 
enough to make, with the surrounding air, an explo- 
sive mixture; it only makes the air poisonous. 

There can be had now flexible gas tubes of metal 
which are more durable and less dangerous than the 
rubber ones, and would be safe if they were attached 
by metal ends. The most dangerous of rubber tubes 
are those cut to length in the stores in which they are 
sold, because the ends are attached badly. 

Anyone can well afford to have all his gas stoves 
attached by metal piping. It is less painful to con- 
tribute to the wealth of the hardware or stove dealer 
than to the undertaker. 
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WARM AIR HEATER AND STOVE REPAIRS 
WILL SOON BE IN DEMAND. 


Notwithstanding the probable high cost of coal 
which will likely prevail through the winter, warm air 
heaters and kitchen ranges will still be in use. Many 
of the former especially were in bad shape when 
put out of commission in the spring, and will need 
overhauling, as will many kitchen ranges. Are you 
prepared to meet the demand which is likely to be 
made upon you? Overhaul your stock, take note of 
what you have not got, and what you are likely to need 
in the way of the necessary supplies, then send to A. G. 
Brauer Supply Company, 316-318 North 3rd, St. Louis, 
for their catalogue. From it you will be able to make a 
suitable selection and be ready to meet all requirements 
at a moment’s notice. If you are not prepared your 
competitor may be and thus secure the trade that 
should be yours. 
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THERMOSTATIC FUEL REGULATING DEVICE 
FOR GAS OVENS. 





Senjamin Edward Meacham, Lorain, Ohio, as- 
signor to the American Stove Company, St. Louis, 
Missouri, has procured United States patent rights, 
under number 1,236,335, for a thermostatic fuel regu- 
lating device for gas ovens described herewith: 


The combination with an oven, of an elongated com- 
bined thermostat and gas supply housing arranged vertically 

















outside of and adjacent and parallel the wall of the oven, 
the lower end of the housing having a gas burner communi- 
cation extending within the oven, a gas valve for the gas 
communication, a vertically arranged thermostatic lever with- 
in the housing and operatively connected with the gas valve, 
a fulcrum for the lever at the upper end of the housing, 
and a thermostatic extension at the upper end of the housing 
projecting from the same side of the housing as the gas com- 
munication and into the upper portion of the oven and 
adapted to actuate the thermostatic lever for controlling ‘the 
gas valve. 


~~ 
-eo 


NO BENZINE NECESSARY TO REDUCE THIS 
STOVE POLISH. 





Many serious accidents have occurred through the 
use of stove polish pastes that contain benzine, or that 
require its use to reduce them. Merchants who handle 
stoves and ranges necessarily use considerable polish ; 
it is consequently to their interest as far as pos- 
sible to eliminate the risk of injury to themselves or 
their premises, and to those who prefer to use this class 
of goods Black Jack Water Paste, manufactured by 
the Nickel Plate Stove Polish Company, Chicago, Illi- 
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nois, is a product that can safely be handled, because it 
can be reduced with water and at the same time ensures 
safety, as well as giving satisfactory results. The 
manufacturers will gladly send a free sample upon re- 
quest, which will be sufficient to test its efficiency. 


OVEN THERMOMETER PATENTED. 





Under number 1,235,623, United States 
rights have been granted to Albert E. Whittier, Bris- 
tol, Connecticut, for an oven thermometer described 
- in the following: 


An oven thermometer havy- 
ing a casing, a spindle mount- 
ed in the casing, a pointer car- 
ried by the spindle, two ther- 
mo responsive arms mounted 
within the casing, one arm 
causing the spindle to turn in 
one direction and the other 
arm causing the spindle to turn 
in the opposite direction as the 
temperature varies, and means 
on the exterior and extending 
into the casing for adjusting the action of the thermo re- 
sponsive arms on the spindle. 

—______~+-@+ 


THE BORDEN STOVE COMPANY REMOVED 
TO ITS NEW BUILDING. 


patent 


1,235,623. 





After thirty-nine years in the old stove section on 
Second Street, Philadelphia, the Borden Stove Com- 
pany, whose extensive line of Adelphia steam and hot 
water boilers, warm air heaters and stoves as well as 
refrigerators is well known, has removed to its new 
offices and showrooms, 1311-1313 Arch Street, which 
is right in the heart of the newer business district and 
more easily accessible than the former location. In 
addition to the increased facilities for the transaction 
of business which the Company will enjoy in its new 
quarters, it has reserved a special section of the show- 
rooms for the exclusive use of out-of-town customers 
who may be visiting Philadelphia and provided it with 
such incidentals as telephones, stationery, and such 
other conveniences as will enable them to transact nec- 
essary business, and view at their leisure the two hun- 
dred samples of Adelphia appliances which are on per- 
manent exhibition. Dealers will find the new arrange- 
ment a great acquisition when bringing or sending 
their customers from either city or country to the new 
store to make their selections, as the cooperation of 
the Company is exercised on their behalf towards 
making a profitable sale. 





TRADEMARK FOR ELECTRIC STOVES. 


Under, serial number 100,871, copyright has been 
grantetl ‘to the American Stove Company, St. Louis, 
the trade- 


mark shown in the accom: 


Missouri, for 


QUICK MEAL 


goods is electric cooking stoves, electric ranges and 
The 


1916, and the claim was filed January 


panying illustration. The 
particular description of 


electric heating stoves. company claims use 
since June I, 


24, 1917. 


Give to the world the best you have and the best 
will come back to you. 
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LARGEST INLAND WATER STEAMER RUNS 
BETWEEN CLEVELAND AND BUFFALO 


The great ship “Seeandbee,” described as the largest 
and most costly steamer on any inland water in the 
world, is one of the three steamers of the Cleveland 
and Buffalo Line plying daily between those two 
cities. Like the other two ships, the “City of Erie” 
and the “City of Buffalo,” it is so well equipped and 
appointed as to be a veritable floating hotel, and has 
sleeping accommodations for 1500 passengers. The 
steamers run daily until November 15th, leaving either 
city at 8:00 o'clock in the evening and arriving at their 
destination 6:30 o'clock in the morning. Railroad 
tickets reading between the two cities are good for 
transportation on the steamers, and connections can 
be made at Buffalo for Niagara Falls and all Eastern 
and Canadian points, and at Cleveland for Cedar 
Point, Put-in-Bay, Toledo, Detroit and all points West 
and Southwest. A 24-page pictorial and descriptive 
booklet giving full particulars can be obtained by ad- 
dressing the Cleveland and Buffalo Transit Company, 
Cleveland, Ohio. 


POINTED PARAGRAPHS. 





The only pretense that is permissible is smiling when 
you don’t feel like it. 

Our own gray hairs are due to devotion to duty. 
It’s the other man’s that are developed by dissipation. 

It’s poor economy to let your business system break 
down your physical. 

Cheering up today makes it lots easier to do tomor- 
row. 

The man who doesn’t mix kindness with business 
leaves out one of the finest ingredients. 





TRADEMARK FOR STOVES AND RANGES. 





The Summit Foundry Company, Geneva, New 
York, has secured copyright on the trademark shown 
in the accompanying illustration, un- 
der number 103,335. The particular 
description of goods is coal, wood, 
gas, oil and vapor stoves and ranges. 
The company claims use since April 4, 1917, and the 
claim was filed April 26, 1917. 


03,835 
ON SUMMIT 


_ +e 


CATERING TO THE OUTER’S TRADE 
SUMMER. 


IN 


We reproduce the following timely and interesting 
article by William Edward Park, which appeared 
in the Michigan Tradesman: 


With hot weather approaching comes to most folks the 
longing to get away from town and to eat and sleep out of 
doors. The number of “outers” in every community is in- 
creasing. Boy scouting camps are more and more popular. 
All these activities mean added demands to which the hard- 
ware merchant must cater. 

The big item in all camping out is, of course, the tent, 
Many hardware dealers carry tents, or take orders for tents 
or portable houses. Others do not attempt such lines, but 
merely aim to furnish the smaller accessories. Even in this 
direction there are worth while possibilities. The old-time 


camp fire is a romantic thing; but for practical camping, there 
is nothing can beat a small oil or gasoline stove, and that is 
just what the hardware dealer at this particular season can 
feature and sell. 

Of course for just a few days in the onen the old-time 
camp fire will do admirably. 


Here, again, there is an open- 
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The campers must have a pot to cook 
with over the open fire. Then there must be a can opener, to 
unlock the summer commissariat. Indeed, the wise outer wil] 
take half a dozen can openers, so easily do they get lost and 
so concernedly long does it take to find them in the rare cases 
where they are not lost irrevocably. 

Then there are campers who don't like the idea of sitting 
down on decaying logs, a prey to all manner of reptiles and 
insects. Sell ’em camp stools. There is a keen demand, too, 
for a light more reliable than that of the moon. That means 
a lantern—or, better still, a flashlight. Then tools are needed 
—particularly a good, sharp hatchet, which is all-essential in 
real camping out. 

“Outers” range from the enthusiasts who plunge right 
into the back-woods to the folks who seek the semi-barbarism 
of well appointed summer cottages. They include the tour- 
ing motorists, and the enthusiasts for all manner of outdoor 
sports; the one-day excursionists and picnickers; the angling 
enthusiasts, who abound in every community. All these 
classes have their varied demands to which the hardware 
dealer can effectively cater. 

Take this one item of picnicking. A first essential is a 
good sized basket for the lunch. That means a market bas- 
ket. A basket display right now would have a double angle 
of appeal. Here you show a basket that can be used not 
merely for the picnic this week, but for marketing all the 
year round. Then, too, the picnicker should take cheap 
knives and forks. Table utensils of this sort can be very 
easily lost and it’s impossible to recover them. It’s a wise 
precaution to leave the standard silver and even the silver 
plate at home when you go picnicking. So, too, with paper 
napkins, and paper plates. Wise picnickers outfit themselves 
with stuff that is no loss even if it is lost. Tell them so by 
means of show cards in connection with a striking window 
or interior display of picnic accessories. 

These accessories include thermos bottles, if you handle 
them. Then, there should be a good sale for individual paper 
cups, or collapsible drinking cups. 

The camper out in the vicinity of a lake or stream 
usually calculates on some fishing. Often the fishing is the 
prime inducement. Fishing tackle is always a good summer 
line for the hardware dealer. Even the outer who is no 
fisherman may be persuaded into purchasing cheap tackle in 
the hope of landing some fresh fish. 

Here is what one big city firm did to make its store the 
rendezvous of anglers. In one of the store’s large windows 
was set a huge aquarium, filled with countless minnows. 
Never a passer-by could miss seeing the unusual display. To 
the fisherman who used that kind of bait, they proved very 
attractive. He might not need bait at the moment, but he 
would not forget where to go for bait when he wanted it. 

“It isn’t that we make a lot of money from bait,” said 
the merchant. “There is no big direct profit. We pay a 
cent and a quarter for a minnow and sell them at 25 cents 
a dozen. That leaves a few cents gross profit, but hardly 
enough to repay us for the trouble. But then there’s the indi- 
rect profit. We sell a great number of bait-pails. Some fish- 
ermen who come for bait bring their own pails, but the 
majority expect to buy them right here. We are near the 
station and many men, when they decide to go fishing, come 
here, buy their equipment and bait from us, and walk right 
across to the train. We sell a lot of rods and lines, and the 
attraction of bait helps a lot in making these sales.” 

The small town merchant could hardly go into the bait 
business on the same huge scale, yet the idea is suggestive 
of what a little initiative can do in the way of attracting 
trade. 

What a small town merchant did do in the way of pro- 
viding service for outers is shown in a somewhat different 
instance. Here the merchant carried on business in a town 
of perhaps 2,000 people. A few miles upriver was a summer 
resort. The merchant was one of the resorters and went to 
and from business every day in a motor boat. Every evening 
he mixed with the campers—townsmen and people from a 
distance—took part in the camp sports, and learned what was 
needed. After a week or two there was hardly. a trip, from 
town to camp that the merchant did not take up a boatload 
of goods—fishing tackle, curtain rods, hammocks, screen 
doors, oil stoves. Often the camp business at night was 
bigger than the day’s business in town. Campers, instead of 
making the trip to town when they wanted goods, simply 
went to the merchant’s cottage and left their orders. [ere 
was another instance of a man who was wideawake in the 
matter of business-getting. 

A good, strong window display will make an effective 
appeal to the prospective “outer.” A minitature tent with 
sticks for a campfire laid in readiness to strike the match. 
Red tissue and an incandescent light under the sticks will 
give a hint of realism. Have a pot hanging over the fire on 
its tripod. Show a canoe drawn up on a make-believe beach. 
Put in fishing tackle. These are items which will furnish the 
outline of a first class camping-out display. Fill in with 
camping-out goods of one sort and another, and use show- 
cards to tell the people that you have the goods they © ant, 
and that now is the time to secure a complete camping out'tt. 


ing for the merchant. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Retailer 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 44 to 49% inclusive. 








The American Fork and Hoe Company, Jackson, 
Michigan, is building a three story factory costing 
$24,000. 

The East Fulton Hardware, Heating and Plumbing 
Company, East Fulton, Michigan, has been organized 
with a capital stock of $20,000 to buy, sell, manufac- 
ture and install apparatus and hardware. 





AMERICAN HARDWARE MANUFACTURERS’ 
ASSOCIATION AND THE EXCESS 
PROFITS TAX BILL. 


This organization has sent a letter to its members 
calling their attention to that section of the War 
Revenue Bill, which provides a basis for the levying 
of the Excess Profits Tax officially known as H. R. 
4280. After giving a tabulated statement showing 
the amount of taxes to be assessed on the average 
profits of the years 1911, 1912 and 1913, which is 
to be the basis of taxation,-the letter goes on to say, 
“That the three years which have been selected as 
establishing an average, for yearly pre-war profits, 
were unfortunately years of pauperism in the hard- 
ware trade and therefore the percentage of taxes are 
very unfair as compared with the taxes that other 
industries will be called upon to pay. While assuming 
the members are willing to pay a proper proportion of 
such taxes as are necessary, the letter suggests that 
they should be assessed upon all alike and spread over 
all industries as evenly as possible. The Association 
urges its members to study the situation carefully and 
immediately write or telegraph their opinion to their 
Senators and Representatives in no uncertain lan- 
guage. 


> 


GEORGE F. GRAHAM COMMISSIONED AS 
MAJOR IN UNITED STATES ARMY. 





George F. Graham, who has been general man- 
ager of the A. M. Holter Hardware Company, Helena, 
Montana, since 1909, has been commisisoned a Major 
in the quartermaster’s department, a rank for which 
he is eminently fitted because of his familiarity with 
military affairs. He has been actively interested in 
work connected with the National Guard, being Pay- 
master General of the Montana State Militia with 
the rank of Major, and also honored by the Governor 
of that State by being appointed a member of his staff. 
Major Graham as well as being an enthusiastic golfer 
is a prominent Mason being a Knight Templar and a 
member of the Scottish rite Masons and a Shriner. 
He is also a past officer in the Blue Lodge, Chapter 


He is a close student of men, with him 
We feel 
sure Major Graham will reflect credit upon his new 
office which he assumes with the best wishes of his 


and Council. 
all men are equal provided they are men. 


legion of friends. 





HUGE HARDWARE WAREHOUSE DESTROYED 
BY FIRE. 


The enormous wholesale hardware house of Brown- 
Camp Hardware Company at Des Moines, Iowa, was 
completely destroyed by fire on Saturday night, Au- 
gust 11th. Local papers estimate the losses on con- 
tents at from $400,000 to $500,000, and a loss on the 
building of $200,000, fully covered by insurance. This 
is one of the largest fire losses in hardware this year. 
Local papers says that Luthe Brothers Hardware Com- 
pany have come to the rescue and are offering Brown- 
Camp Company their stock from which to fill their 
In a letter received by AMERICAN ARTISAN 
AND HARDWARE Recorp from F. J. Camp, Secretary 


orders. 


and Manager of the Brown-Camp Hardware Com- 
pany he writes: 

We have already opened up temporary offices and 
are starting to handle our business and are enabled to 
do so through the kindness of our numerous friends, 

We will appreciate it very much if you will acquaint 
the trade throughout the country with our loss through 
your magazine and at the same time request the differ- 
ent manufacturers to send us complete catalogs and 
price lists as all our records were completely de- 
stroyed. 


"™ 
oo 


WHAT THE NEW WAR INDUSTRIES BOARD 
MAY ACCOMPLISH. 





Intended to make clear to business men of the 
country what may reasonably be expected of the 
newly appointed War Industries Board, a_ bulletin 
has been prepared by a committee of the Chamber of 
Commerce of the United States which is cooperating 
with the Council of National Defense. It is 


plained, however, that this particular bulletin is writ- 


cxX- 


ten independently of the Council and issued solely on 
the responsibility of the National Chamber Commit- 
tee. The Bulletin states: 

“The Board will act as a clearing house for the War 
Industry needs of the government, determine the most 
effective ways of meeting them and the best means 
and methods of increasing production, including the 
creation or extension of industries demanded by the 
emergency, the sequence and relative urgency of the 
needs of the different government services, and con- 
sider price factors, and, in the first instance, the in- 
dustrial and labor aspect of problems involved, and 
the general questions affecting the purchase of com- 
modities.” 











22 AMERICAN ARTISAN AND HARDWARE RECORD 





August 18, 1917. 





EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 











ATTRACTIVE WINDOW DISPLAY OF 
“PHILADELPHIA MADE 
HARDWARE.”’ 


“Dress Up Week” in the thriving town of Fulton, 
New York, which occurred a few months ago was an 
event that aroused much enthusiasm among merchants 





The background was of a dark material, and in the 
center was a large diamond shaped frame, covered 
with red cloth and divided into quarters by four 
augers, the quarters in turn being filled with various 
It must be 
evident to the observer, that in arranging the various 
tools considerable ingenuity and artistic talent had to 


sized wrenches, pliers, calipers and files. 





_—| 





Window Display of Tools Awarded Honorable Mention in AMERICAN ARTISAN AND HARDWARE RECORD Window Display 


Compet.tion. 


and citizens alike. It created considerable rivalry 
among the former in the matter of window dressing 
and each and every one put forth their best endeavors 
in that direction. Naturally the citizens were out in 
force to see the exhibits and that added to the receipts 
of the retailer. Among the more interesting of these 
displays was that shown in the accompanying illus- 
tration and styled “A Dress Up Week Window,” 
designed and arranged by G. C. Franklin of the L. P. 
Smith Company, 13 South 1st Street, Fulton, New 
York, and which was awarded Honorable Mention 
in AMERICAN ARTISAN AND HarpWARE Recorp Win- 


dow Display Competition. 





Arranged by G. C. Franklin of L. P. Smith Company, Fulton, New York. 


be exercised to create an effect that was at once pleas- 
ing to the eye. 

Below the frame at the back and sides were placed 
several saws and on the floor of the window, which 
was covered with red cloth, there was an infinite va- 
riety of tools, such as braces, bits, try squares, tape 
measures, rules, wrenches, levels, hatchets, saws, spoke 


shaves, planes, etc. On the extreme left may be seen 


a large figure of William Penn holding a sign of! 


“Philadelphia Made Hardware,” while to the right, 


lithographs of Disston and Yankee Tools were prom- 
inent. 


The illumination was utilizing two 


effected by 
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lengths of stove pipe, which were covered with white 
marble paper, and mounted with 8 inch porch globes. 
On one occasion these globes were changed to red and 
blue. 

The whole effect was very definite and distinct and 
elicited much commendation from townspeople. It is 
needless to say that an exhibit of this character drew 
considerable business. 


o> 


AUTOMOBILE CONSTRUCTED IN WINDOW 
DISPLAY OF HUNTING SUPPLIES. 





The accompanying illustration shows a window 
display designed to feature hunting supplies, the chief 
part of which is an “automobile” constructed of ar- 
ticles from the store’s stock of hardware. The win- 
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across these rails lay a stove board, serving the pur- 
pose of a run-board. On this was set a five foot tin 
bath tub as the body of the automobile. 

The engine hood consisted of two galvanized bushel 
baskets and the radiator was an ash sieve. A food 
chopper answered as a crank for the engine. Fastened 
to the radiator was a floor rubber with nouse numbers 
as a license number. Two large brass cuspidors an- 
swered as head lights. A window screen with two 
side lamps attached and supported by two scythe 
blades suited well as a windshield. Three dust pans 
soldered together formed a quarter circle and served 
as mud guards or fenders, while a wagon jack fast- 
ened to the runboard answered for brakes. 

A funnel with a rubber hose and a bottle brush on 


opposite end as bulb, made up the horn. A grass 














Window Display of Hunting Supplies 


Window Display Competition. 


arranged for Jornt Brothers, 117 
Avenue, Kenosha, Wisconsin, and re- 
Mention in AMERICAN ARTISAN 


dow display was 
Milwaukee 
ceived Honorable 
AND HarDWARE Recorp Window Display Competi- 
tion. 

The chassis of the “automobile” was built of two 
Ya-inch rods answering as axles with four wheelbar- 
row wheels. The tires of these consisted of thirteen 
feet of garden hose, and halter chains answering as 
skidding chains fastened the hose to the wheels. Four 
wooden blocks supported the wheels high enough 
from the floor so as to allow them to turn. Above 
these blocks were two 6 foot barn door rails and 


Awarded Honorable Mention 
Arranged for Jornt Brothers, 


in AMERICAN ARTISAN AND HARDWARE RECORD 
Kenosha, Wisconsin. 


catcher at the rear end of the bath tub served as a 


body hood. At the rear end of the car was a small 
buggy light for a rear light and a small bread box 
tool the the 
steering wheel or plunger washer sat a character doll 
of Charlie Chaplin dressed as a hunter with his dog. 
He had two guns with him and plenty of ammunition. 


answered as a chest. In machine at 


To the sides large branches were set up to represent 
trees and at the right were large cut-outs showing 
two hunters with their guns and dogs. 

The display was very attractive and worked upon 
the interest of the people so that the store’s sales on 
hunting supplies were greatly increased. 
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WINDOW DISPLAY COMPETITION OF 
AMERICAN ARTISAN AND HARDWARE 
RECORD OFFERING $100.00 IN 
CASH PRIZES. 





Mr. Merchant, do you realize what an asset you 
have in your show window whether the space be large 
or small? Do not be satisfied with putting a few 
goods into it in a haphazard manner that does not 
mean anything. It does not bring you the dollars and 
cents it would if you exercised even a moderate 
amount of skill and developed some of the latent talent 
that is in you. The window is there for a purpose 
and it is usually up to you to utilize it to the limit. 
AMERICAN ARTISAN AND HARDWARE REcorp realizing 
what a benefit an attractive window is to the retai! 
dealer and how much it tends to the success and popu- 
larity of the store, has for a number of years con- 
ducted window display competitions which have not 
only been a success from an exhibition standpoint but 
from a financial one as well as they have proved 
money makers to those who have taken part in them. 
Now is the time to brush up your ideas, put on your 
thinking cap and evolve some unique setting for your 
show window which will be the talk of the town and 
participate in the Window Display Competition which 
has been inaugurated by AMERICAN ARTISAN AND 
HARDWARE REcorRD. 

$100.000 in cash prizes is offered for those dis- 
plays which may be judged worthy. The opportunity 
to win one of these cash prizes is open to every dealer 
or clerk whether they are subscribers or not. Any 
number of displays may be entered and may comprise 
any line of general hardware, machinists’ supplies, 
builders’ hardware, automobile supplies, sporting 
goods, housefurnishings, cutlery, dairy supplies, tools, 
stoves, ranges, warm air heaters, sheet metal and kin- 
dred lines. The mere fact of winning one of these 
prizes is a satisfaction. If you do not succeed, it acts 
as an incentive to further efforts which will eventually 
land you a winner. Read the following conditions 


concerning the award of prizes: 
Award of Prizes, 


The prizes will be awarded as follows: 

First prize, $50 in cash, for the best photograph 
and description received of window display of hard- 
ware or kindred lines. 

Second prize, $25 in cash, for the photograph and 
description second in excellence. 

Third prize, $15 in cash, for the photograph and 
description third in excellence. 

Fourth prize, $10 in cash, for the photograph and 
description fourth in excellence. 

Conditions of Competition. 

The conditions of the competition are as follows: 

The photographs must be accompanied by descrip- 
tions of how the window displays weré arranged and 
the materials used. These photographs and descrip- 
tions may be sent by mail or express, charges prepaid, 
and must reach this office not later than November 
15, 1917. Address all photographs and descriptions 


to AMERICAN ARTISAN AND HARDWARE REcorp Win- 
dow Display Competition, 910 South Michigan Ave- 
nue, Chicago, Illinois. 
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Each photograph and description must be signed by 
a fictitious name or device and the same name or 
device must be put up a sealed envelope containing 
the real name and address of the contestant. This 
sealed envelope is to be enclosed with the photograph. 
Contestants are permitted to enter as many photo- 
graphs of displays as they please. 

A Competition Committee of three will be ap- 
pointed ; one of them will be an expert window dresser 
and one an experienced hardware man. This Com- 
mittee will pass upon the merits of all photographs 
and descriptions received, without knowing the names 
or addresses of the senders, and will decide the win- 
ners of the Competition. 

AMERICAN ARTISAN AND HARDWARE REcorD re- 
serves the right to publish all photographs and de- 
scriptions submitted. 


<.-- 


DEFEND YOUR BUSINESS AGAINST LOSSES. 





It is to every merchant’s benefit to protect his busi- 
ness against losses without regard to the way they oc- 
cur. It is small leaks that often lead to failure but 
which can easily be avoided by using all labor saving 
devices especially when employing new clerks to take 
the place of those who have been called to arms. The 
labor saving devices of the National Cash Register 
Company, Dayton, Ohio, will help you to give quick 
service with new clerks. To tell whether they are 
good or bad; to protect them from temptation and help 
them to start right. They also save work by cutting 
out all bookkeeping of customer’s accounts. The up- 
to-date electric cash register and the new N. C. R. 
Credit File of the Company will help you stop your 
losses and increase your profits and incidentally to 
make more money. Full particulars of the latest 
model of these specialities can be had by writing to 
Department 138, National Cash Register Company, 
Dayton, Ohio. 





SECURES PATENT FOR CHERRY SEEDER. 





Walter O. McDaniel, St. Louis, Missouri, assignor 
to Schroeter Brothers Hardware Company, St. Louis, 
Missouri, has been granted United States patent rights, 
under number 1,235,706, for a cherry seeder de- 


scribed in the following: 

A cherry seeder, comprising a 
support that is adapted to be con- 
nected to a supporting structure, 
a cherry hopper or trough pivotal- 
lv mounted on said support and 
provided on one end with a 
downwardly - inclined discharge 
spout, the bottom of said trough 
being provided with a depression 
or recess for receiving and hold- 
ing a cherry in seeding position, 





an inclined guide on said sup- 
port of non-circular shape in 
cross-section, a tubular-shaped 
actuating member reciprocatingly 
mounted on said guide and nor- 
mally held in an elevated position 
by means of a spring arranged 
between same and the upper end of said guide, a seeding 
device on said actuating member arranged so that it will 
engage the cherry held in the recess in said trough whien said 


actuating member is moved downwardly and forces the seed 
in said cherry through a hole in said trough, means for limit- 
ing the upward movement of said actuating device, and 
means for limiting the rocking movement of said cherry 
trough in opposite directions. 
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“THE IDEAL’? ADJUSTABLE STORM SASH 
FASTENER. 


This contrivance, which is intended for the quick 
and effective adjustment of storm sashes is an entirely 
new article on the market, it having been patented as 
recently as July 31st last. It is intended for the pur- 





pose of securely adjusting the storm sash either to its 
fullest extent, or half way if needed, as shown in the 
illustration herewith presented. 











With Window Fully Extended. 














With Window Half Extended. 


It is simple in construction, is constructed of galva- 
nized steel, does not need a mechanic to adjust it, and 
when once installed will remain securely in its position. 
For convenience of handling each set is packed in a 
separate carton, containing instructions for attaching. 
It is a small utility which when presented to the notice 
of a customer, immediately appeals to him, and should 
therefore prove a good seller and afford the retailer a 
800d profit. It is manufactured by “The Ideal” 
Manufacturing Company, Two Rivers, Wisconsin, 
who are the sole distributors. It is not sold by any 
mail order house. 
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FRANK BAACKES, JR. COMMISSIONED FIRST 
LIEUTENANT. 


Frank Baackes, Jr., of Chicago has been commis- 
sioned at Officers’ Training Quarters, Fort Sheridan, 
as First Lieutenant in the Adjutant General's Depart- 
ment. 
his father who as well known as vice-president and 
general manager of the American Steel & Wire Com- 


The new Lieutenant has been associated with 


pany of Chicago. Lieutenant Baackes has a large 
circle of friends who wish him success in his new 


rank. 





‘“‘BAD BUYS’? CAN BE TURNED INTO PROFIT 
MAKERS. 


The hardware dealer who lays down the rule: “I 
will not buy anything that I can’t feel absolutely posi- 
tive of selling” is of course playing safe. Yet I have 
seen too many cases of “bad buys” turned into profit- 
makers by means of aggressive salesmanship, to recom- 
mend this ultra-cautious rule. In fact, a large propor- 
tion of slow sellers on the shelves are slow sellers solely 
through lack of the necessary pushfulness. The busy 
merchant hasn’t time to give these particular goods the 
attention they need. They are not played up promi- 
nently inside the store, are given no window display, 
have not been advertised in the newspapers or shown 
to customers.—Victor Lauriston. 





ENAMEL WARE GIVING LONG SERVICE. 


that is against chipping or 
cracking is said to be found in the Agate Nickel Steel 


Ware, the Lalance & 


Enamelware proof 


manufactured by 


which is 






Manufacturing 
double 


(;rosjean 
Company. It 1s 
coated with a hard vitre- 
ous covering, presenting 


a smooth, polished and 





: > gray surface. 
Agate Nickel Stee! Seamless mottled Bray) urta 


Milk or Rice Boiier. The enamel is claimed to 
be so hard that the fusing point is not reached until 
the nickel-steel of which the articles are made is about 
ready to melt, thus combining with the vitreous com- 
It 1s 
said to have great power to resist the action of acids. 
The manufacturers also state that it is very easily 
cleaned and, though strong and durable, is light and 


position and forming a durable clinch or union. 


convenient to handle. The Company manufactures a 
great variety of designs and shapes, and for full par- 
ticulars, dealers should write the Lalance & Grosjean 
Manufacturing Company, 1900 South Clark Street, 
Chicago. 


= 
= > 





Cheering up today makes it lots easier to do to- 


morrow. 
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THE HIGH COST OF LEFTOVER LINES. 


The Retail Service Bureau of the Associated Adver- 
tising Clubs of the World contributes this article and 
diagram on the high cost of stock which a dealer holds 
on to in the determination of making the profit orig- 
inally figured on. 

Take, for instance, an article that cost $1 and was 
niarked to sell at $1.50. Figure the interest alone. At 
the end of the first year $1.06 would be invested, and 
at the end of seven years $1.50. During all the time 
that this dollar has been idle there have been many 
cpportunities for investing it more profitably. 

If the average paying retail store makes 15 per 
cent on its investment, $1.05 has been lost in neglected 
chances, or at this rate the article would have to be 
sold at the end of seven years at $2.05 to break even. 
This diagram will serve to illustrate: 


a 
a 
i~¥ 





e 




















b 


rom a to b is the price marked on the goods; b 
to c represents the cost of the goods; a to c repre- 
sents profit. The moment goods are in stock, overhead 
expenses begin and accumulate daily as the line c to 
d. When the point d is reached, you may sell at the 
marked price and get back your investment. If the 
goods are kept longer the line may go to e and you 
will lose the difference, or e to f. If the goods are 
sold at the point g, only half of your profit has been 
lost—if at h, three-quarters of your profit is gone. 

If a to b is $1.50, and b to c $1.00, a to c would 
be 50 cents. At the point h, you would make only 
124% cents. Look over the diagram again! Think of 
some things in your own stock! How long can you 
afford to keep them? How much have you that is up 
to the d or no profit point now? Sounds theoretical ? 
Certainly! But it’s true—isn’t it? Then what’s to be 
done? 

Get this clearly in your mind. You are trying to 
make money on your investment. The oftener you 
invest a dollar the more that dollar will earn. 

Remember the banana man who paid $2 for a bunch 
of bananas, sold them in one day for $3, kept $1, and 
invested the $2 in another bunch the next day and so 
on. He never had more than $2 at stake, yet in the 
course of a year that $2 earned him $312. If he had 
wanted to make only 50 per cent annually on his in- 
vestment he could have sold each bunch at $2.02, or in 
other words, have undersold every banana dealer on 
the street and probably have put all of the others out 
of business. 

Apply this to your own affairs. Take one article or 
a group of articles. Figure out how long you can 
afford to keep them in stock. Apply it to your whole 
investment. 
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Keeping the stock down and the sales up is what 
makes money. You must watch the amount of stock 
on hand constantly if you are to get all of the profit 
you should. You can do so without much trouble. 

The Associated Advertising Clubs of the World 
have a business record system for hardware dealers 
that will give stock figures every day. These records 
are available at cost, and besides, the Association’s Re- 
tail Service Bureau will provide you with plans for 
speeding up sales on slow moving lines. 

Write Associated Advertising Clubs about it at their 
headquarters, Merchants Bank Building, Indianapolis. 
The stamp you use may put you in touch with a means 
of doubling your profit. If you don’t want to write a 
letter merely put your business card, or a copy of your 
letterhead, into the envelope and they will understand. 
—Philadelphia Made Hardware. 


eo 


WOOD WORKING VISES EQUIPPED WITH 
TWO-PIECE CAM OPERATED NUT. 
The R-W Rapid Acting Vises, one of which is 
pictured herewith, are built with a new invention, 





IN itis, 


R-W Rapid Acting Vise. 
which is a two-piece cam operated nut. Being com- 
posed of only two pieces, the mechanism of the nut is 
simple and assures reliable operation, as there are no 
small parts to wear out. The nut proper is phosphor 
bronze and the sleeve is of grey iron. 

According to the manufacturers, it gives instan- 
taneous adjustment to any width, and the screw is 
continuous in action, operating the entire length. The 
nut is released and disengaged when pressure on the 
work is removed by a slight reverse movement of the 
handle, and when pressure is applied, it engages and 
locks the screw firmly and is held rigidly in position. 
There are no pawls, racks or triggers to break or wear, 
the guides are of cold rolled steel, and the jaws are of 
grey iron with working surfaces ground and finished. 
A special design of the ribs on the jaws is said to se- 
cure minimum deflection or spring under pressure, as 
well as minimum weight. 

Full particulars are given in the illustrated booklet, 
“Richards-Wilcox Rapid Acting Vises and Manual 
Training Benches,” which will be sent upon request, by 
the Richards-Wilcox Manufacturing Company, Au- 
rora, Illinois. 


+. 
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Nobody has ever been able to get a corner on 
vanity, ignorance or general cussedness. 
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AUTOMATIC STOCK WATERER WHICH 
RENDERS GOOD SERVICE AT 
ALL TIMES. 


An automatic stock waterer that works well at all 
times is no doubt a great help and convenience to 
stock raisers, poultry raisers and farmers. A double 
stock waterer which is said to render such service 
and which can be 
used to water 
hogs, calves, and 
poultry is being 
offered to retail 
hardware dealers 
by the Rock Is- 
land Manufactur- 
ing Company, of 
Rock Island, IIli- 


Dewey Double Stock Waterer. nois. 





From the accompanying illustrations one can see 
at a glance the compact and sturdy construction of this 
stock waterer. The valve which governs the water 
supply in the cups is located on the inside of the 
tank or barrel, in the water, and is controlled by 
brass float which, it is stated, cannot rust or leak. This 
stock waterer is easily and quickly attached to a tank 
or barrel and is braced and held securely by the two 
nipples which are placed one above the other. The 
simple and durable construction is an important fea- 
ture of this stock waterer because of the hard and 
rough use received by a device of this sort. 

Further particulars regarding this and many other 
hardware specialties can be had by writing the manu- 
facturers, the Rock Island Manufacturing Company, 


Rock Island, Illinois. 


THE NECESSITY FOR ECONOMY 


Which is being realized by all families throughout 
the country, has been the means of largely increasing 
the sales of food choppers. Where one was in use 
six months ago, many are being purchased now, and 
the demand seems likely to continue. The necessity 
for carrying a full stock of these goods should be ap- 
parent to every dealer, as a means of largely increas- 
ing his sales receipts. The Enterprise Manufacturing 
Company of Pennsylvania, with headquarters in Phila- 
delphia, and branch offices at 29 Murray Street, New 
York City; and 530 Golden Gate Avenue, San [ran- 
cisco, make the Enterprise Food Choppers in three 
different sizes, which is sufficient to cover all demands 
for family use. Full details and price list will be sent 
upon request. 

——————___o@s 


COOPERATION IN DISTRIBUTION; AN 
ADDRESS BY SARD S. REED, BEFORE 
THE NATIONAL RETAIL HARD- 
WARE ASSOCIATION AT 
ST. LOUIS. 





The value of cooperation has come to be one of the 
fundamental principles in all lines of business, whether 
financial or industrial, because of the benefiecial re- 
Employer and employe, 


sults which it produces, 
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manufacturers, jobbers and retailers feel its beneficent 
effects, and the National Government today is calling 
for the cooperation of the whole nation in its endeav- 


ors to conserve its resources. As concerning the dis- 


tribution of goods, cooperation is needed to ensure an 
equal adjustment, so that one merchant does not have 
an overwhelming advantage over his competitor. This 
phase of the subject was treated upon in an address 
by Sard. S. Reed of the Valley Hardware Company, 
St. Paul’s Valley, Oklahoma, before the Convention of 
the National Retail Hardware Association at St. Louis 
in June last. Mr. Reed’s address was as follows: 


This subject would be better turned around and made 
to read, Distribution of Cooperation, for if there has been 
much cooperation in the past between the different interests 
in the trade it has not been well distributed, or at least not 
many of us have found it out. 

No one, aside from a hardware trade journalist would 
have the temerity to suggest such a subject. It has only been 
a short time since such a thing as cooperatton between manu- 
facturer, jobber and retailer, in the distribution of merchan- 
dise, was even thought of. It has usually been, every fellow 
for himself and the devil take the hindmost, and it is not 
such a wonder either that such views have been the rule, 
though it looks now as if we are approaching a different 
regime. 

There has undoubtedly been quite a wide gulf between the 
different mediums in the distribution of merchandise from 
the factory to the ultimate consumer. Whether the present 
system will remain, depends entirely on the ability of these 
mediums to adjust themselves to the constantly changing con- 
ditions. 

We are just now learning to court each other in an effort 
to find out the easiest way to handle these problems and elim- 
inate waste and friction. It would be presumptuous for any 
one of the three mediums of distribution to assert that all the 
trouble lay with either of the others. 

Personally, I believe that most of the trouble lies within 
our own household. Lack of funds, incompetency, inexperi- 
ence and genuine boneheadedness are some of the principal 
causes why we do not have more cooperation among our- 
selves. It is not much use to even talk about cooperation. 
Sut where this is lacking you will find cut prices and de- 
moralization of trade. 

I know a town of some 15,000 people. There are four 
dealers in that town. They are all well fixed financially, and 
all men of brains, and good business sense. I really do not 
know of another town where the hardware business is in as 
good hands as this particular town. There is cooperation 
among these merchants and they are all making money. They 
are men of big ideas, and have handled business in such a 
way that all of the smaller dealers in nearby towns have 
caught the fever and take delight in following their lead. 

Nevertheless I do not think all the incompetency can be 
laid at the retailer's door and if the jobber and manufacturer 
would do their part in cooperating with the dealers in that 
community there would be little chance for mail order busi- 
ness. 

Personally, I have had a fair degree of cooperation from 
the jobber and the manufacturers, but so far as I know, it 
was not because they enjoyed it so much as it was for the 
reason they had it to do. We get just about what is coming 
to us and what we compel the other fellow to give us 

One great benefit will come to the retailer from the high 
prices that now prevail, and that will in no doubt continue 
for some time. A man must have money to get into business 
The time has been when many traveling men have spent much 
of their time hunting men with a little money to buy new 
stocks, but I have not heard of much of this lately. I sup- 
pose, however, they will get busy just as soon as they get 
caught up with their back orders. 

The man with a few dollars and fewer brains has been 
able to get into business, if he had the fortune or misfortune 
to meet a representative of the jobber. Usually when the 
opening stock is paid for the promised cooperation ends and 
often at the same time comes the dealer’s finish 

In the main, all the cooperation that we retailers get will 
be what we deserve, and just what we compel other branches 
of the trade to give us. 

I feel certain that there is getting to be a far better feel- 
ing between the retailer and the consumer. That part of it 
will solve itself, if we just use our heads a little, and get 
away from the doubtful practices of former years. Our busi- 
ness ideals have been too low, and we have kept ourselves too 
small. We have not realized that things have been changing, 
expanding, progressing. 

From the retailer's point of view the expense of getting 
goods into his hands seems entirely too great. The jobber 
tells us that he only makes four percent on his volume. If 
that be the case, the proverbial overhead must be enormous 
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MANUFACTURE OF CHAMOIS LEATHERS. 


Many hardware dealers and salesmen who handle 
chamois or wash leathers would find it difficult to ex- 
plain how they are made, and an answer to this ques- 
tion is supplied by that famous English authority Pro- 
fessor Procter in “The Making of Leather.” 

Wash leather, he says, or as it is often called 
“chamois” leather, is now always made from the flesh- 
split, or “lining” of sheepskins, the thin grain of which 
constitutes the “skiver.” 

The splitting is done on pelts fresh from the limes 
by a machine with a vibrating knife, against which the 
skin is drawn, and, to get sufficient plumpness, the lim- 
ing must be through. The skins, either at once, or 
after a slight drenching, are thrown into a full mill, 
or “faller stocks,” together with some sawdust, and 
are kneaded till they reach a semi-dry and somewhat 
porous condition, when they are sprinkled with fish 
oil. The stocking is continued, with occasional pauses 
te allow the goods to cool, and resprinkling with oil at 
intervals; till the original limey smell disappears, and 
is replaced by a somewhat pungent odor; and the 
skins are thoroughly saturated with oil. They are 
then packed in a box and covered up, when they 
rapidly heat by the oxidation of the oil (and might 
even take fire, if not taken out in time and hung up 
or spread on a floor to cool) ; while at the same time a 
good deal of very irritating acrolein vapor is evolved. 
This packing is repeated two or three times till the 
oxidation is complete; heating no longer takes place, 
and the skin is yellow throughout, and fully leathered. 
The remaining operations consist in pressing out the 
surplus oil (degras, or sod oil, which is valuable for 
currying), washing with warm alkaline solutions to 
remove the residual oil, and finally drying, and “fluff- 
ing” on an emery wheel to produce a smooth and 
velvety surface. 

The French method differs somewhat from the Eng- 
lish. Instead of sprinkling with oil in the fulling mill, 
the skins are shaken out and regularly oiled on a table 
and folded into bundles before returning to the mill ; 
and between the successive stockings are hung up for 
eight to ten hours in a warm room where considerable 
oxidation takes place. Mixtures of seal and whale 
oil are also substituted for pure cod, with the result 
that the final skins remain of a paler yellow, and the 
cil is more liquid and less viscid, and is probably used 
in larger quantity. The surplus is recovered after 
dipping in hot water by wringing, which, in former 
times, was done by folding each pair of skins round 
the fist, so that the ends overlapped, and formed a 
link in a chain of skins, of which one end was at- 
tached to a fixed hook, and the other to a sort of winch 
by which it was twisted till the oil was wrung out; 
hence the name premiere torse for the first and finest 
moellon or degras. At present, actual wringing is 
superseded by the hydraulic press. The degras is used 
for the finer sorts of currying, but only after mixing 
with tallow, wool fat, and other things, which some- 
times make it more suitable for its purpose. Genuine 
degras usually contains about 25 percent of water, 
its ready emulsification with which is one of its most 
important qualities; and much is now made by the di- 


rect oxidation of oils without the intervention of 
skins. A coarser sort of degras, or sod oil, is recoy- 
ered by acidifying the alkaline washings. 

In addition to the use of wash-leather for cleaning 
and polishing, oil-leather, sometimes actually from 
Geer and antelope skins, is employed for gloves and 
the like; and, for this purpose, is often bleached and 
dyed. 





TARGET CANNON TOY BUILT ON 
SCIENTIFIC PRINCIPLES. 


The Koast-Defender Target Cannon, a practical 
toy shown in the accompanying illustration, is being 
featured by the Schroeter Brothers Hardware Com- 
pany of St. Louis. It is described as one of the most 
desirable and_sensi- 
ble articles for amus- 
ing the boys as well 
as the grown-ups, be- 
ing harmless and hav- 
ing no complicated 
parts to give trouble. 
The cannon can be 
used for target prac- 
tice at a reasonable 
distance with a fair 

PATENTS PENDING degree of accuracy, 

Koast-Defender Target Cannon. and the boy who has 
one of these ingenious and instructive toys can imitate 
a cannon in shooting down aeroplanes, or a bomb 
thrower, or a submarine gun, as the cannon can be 
quickly adjusted to any angle. 

It has an overall lefigth of 15 inches, and the range 
from the lowest to the highest point of adjustment of 
the barrel is 14 inches. The barrel can be rotated at 
the base to any desired position, and the cannon has 
many other features of the regular article, even down 
to the recoil. The projectiles are forced out of the 
barrel by a spring back of the breech opening, and 
the ammunition consists of 10 wood projectiles and 
2 exploding shells which make a report when striking 
the target. Full particulars are given in a circular, 
which will be sent upon request, by Schroeter Broth- 
ers Hardware Company, 717-719 Washington Avenue, 
St. Louis, Missouri. 
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PATENTS GANG LAWN MOWER. 





John F. Braun, Merion, Pennsylvania, has pro- 
cured United States patent rights, under number 
1,235,649, for a gang lawn mower described here- 
with: 

A gang lawn mower comprising a lawn engagine wheel, 
a train of gearing driven thereby, a plurality of cutter mech- 

1,235,649 


anisms in transverse alinement with each other, a univers! 
joint connection between said cutter mechanisms, a uni- 
versal joint connection between one of said cutter mechan- 
isms and said gearing, whereby said lawn engaging wheel 
drives said cutter mechanisms, an individual lawn mower 
unit, and a super-structure connected to said cutter mechan- 
isms and said unit for moving them over the lawn. 
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PRODUCTION OF LAWN MOWERS CURTAILED 
BY SCARCITY OF MATERIAL. 


The Pennsylvania Lawn Mowers have always given 
complete satisfaction to the jobber in the past. The 
demand for these machines has been greater than 
ever, states John Braun and Sons of the Pennsylvania 
Lawn Mower Works, Philadelphia, and many dealers 
have been disappointed in getting their full quota from 
the jobbers. This was unavoidable on account of the 
scarcity of the high grade material required in the 
construction. The scarcity of material happened in 
an opportune time but orders are now being filled as 
fast as possible. 


~~ 


THREE HANDY TOOLS FOR THE MECHANIC. 





Aside from their extensive line of firearms, bicycles 
and motorcycles, the Iver Johnson’s Arms and Cycle 


Works manufacture tools, sev- as 


eral of which are pictured 
herewith. The first is a drop 
" Screw Driver. 
forged screw driver made of a 
solid, heavy piece of fine grade 
steel with a satin finish. The 
edge, it is said, will not turn ne 
with hard usage, and two sizes, 


6 and 8 inches, are made, (he pees 
weighing 5 and 10 ounces, re- Geta Widen ent 
spectively. Screw Driver. 


The wrench, shown in the second illustration, is 
described as having a drop forged shank which cannot 
be broken and a jaw which will not “give.” It has 
an overall length of 5% inches; spread of jaws, 1% 
inches, and is furnished either case hardened or nickel 
plated. 

Illustration number three shows an especially handy 
tool, the combination wrench and screw driver. The 
shank is drop forged and has a screw driver on the 
end. Like the wrench, this tool is furnished either 
case hardened or nickel plated ; the spread of the jaws 
is 11%4 inches, while the overall length is 574 inches. 
Dealers can obtain full particulars about these tools by 
addressing Iver Johnson’s Arms & Cycle Works, 
354 River Street, Fitchburg, Massachusetts. 


NECESSITY OF WASHING MACHINES FOR 
THE HOME. 


With most families, Monday is generally wash day 
and is known as “Blue Monday,” but with the advent 
of labor saving devices, this has been for the most 
part eliminated; no more need of the housewife to 
toil over the washtub until her vitality is exhausted. 
The American Washing Machine Manufacturers’ As- 
sociation has issued a neat pamphlet which tells the 
Story of this modern practical device which is de- 
Signed to save time and labor, money and health as 
well as how to practice economy in the home and 
eliminate drudgery. It is interesting reading and de- 
serves wide distribution. Dealers who desire copies 
to distribute in their locality should write to the 
American Washing Machine Manufacturers’ Associa- 
tion, 10 South La Salle Street, Chicago, and they will 
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Besides being inter- 
esting, this will help them greatly in the sale of wash- 


cheerfully honor their request. 


ing machines. 


as 


THE FALL SEASON 





Is almost due, and with it will come a heavy demand 
upon your stock for builders’ hardware, hardware in 
general, sporting and other seasonable goods. It is 
necessary that you should be in a position to take care 
of all the trade that may come to you. In order to 
do this you have to depend upon your jobber, both for 
the quality of your goods and prompt service ; without 
these you are apt to fall short. Bullard & Gormley 
Company, wholesale hardware dealers, 173-175 North 
State Street, Chicago, offer both these requirements 
as a feature of their business. Write at once for the 
latest catalog, which will help you to select such arti- 
cles as may be needed to complete your stock. 





COMING CONVENTIONS. 


Southern Association of Stove Manufacturers, Signal 
Mountain Inn, near Chattanooga, Tennessee, September 3-4. 
W. H. Cloud, Louisville, Kentucky, Secretary. 

National Association of Automobile Accessory Jobbers, 
French Lick Springs, Indiana, September 10, 11, 12, 13, 14, 
1917. William M. Webster, Commissioner, Chicago. 

American Washington Machine Manufacturers’ Asso- 
ciation, September 12 and 13, at Hotel Sherman, Chicago. 
Raymond Marsh, tOis Building, Chicago, Secretary. 

Kentucky Hardware and Implement Dealers’ Association, 
Louisville, Kentucky, October 30, 31 and November 1, 2, 
1917. J. M. Stone, Secretary, Sturgis. 

National Association of Retail Hardware Secretaries, 
Hotel La Salle, Chicago, October 10, 11, 12, 1917. H. O. 
Roberts, Secretary, Minneapolis. 

Oklahoma Retail Hardware Association, McAlester, De- 
cember 4, 5, 6, 1917. W. B. Porch, Secretary, Oklahoma 
City. 

Pacific Northwest Hardware and 
tion, Spokane, January 16, 17, 18, 1918. 
tary, Hutton Building, Spokane. 

Indiana Retail Hardware Association, Indianapolis, Jan- 
uary 29, 30, 31 and February 1, 1918. M. L. Corey, Secre- 
tary, Argos. 

Wisconsin 


Implement Associa- 
E. E. Lucas, Secre- 


Retail Hardware Association, Milwaukee, 


February 6, 7, 8, 1918 P. J. Jacobs, Secretary, Stevens 
Point. aad ; 
Michigan Retail Hardware Association, Saginaw, Il eb- 


ruary 12, 13, 14, 15, 1918. Arthur Scott, Secretary, Marine 
City. 

Minnesota Retail Hardware Association, St. Paul, Feb- 
ruary 19, 20, 21, 22, 1918. H. O. Roberts, Secretary, Metro- 
politan Life Building, Minneapolis. 

Ohio Hardware Association, Columbus, February 19, 20, 
21, 23, 1918. James B. Carson, Secretary, Dayton. 

New England Hardware Dealers’ Association, Boston, 
February 20, 21, 22, 1918. George A. Fiel, Secretary, 10 
High Street, Boston. 


PATENTS HAND TOOL. 








William A. Bernard, New Haven, Connecticut, has 
procured United States patent rights, 
under number 1,236,138, for a hand 
tool described in the following: 

In a hand tool, the combination of a 
pair of crossed level members having lat- 
erally enlarged flattened portions facing 
each other intermediate of the ends of the 
tool, one of said laterally enlarged portions 
being provided with a hole and the other 
with a transverse slot having enlarged 
ends, said hole being countersunk at one 
face of the tool and provided with flutes, 
and a headed pivot pin with a flattened 
shank passing through said slot for pivot- 
ing the lever members together, said shank 
being riveted in the countersunk portion of 
said hole against said flutes so that it is 
effectively prevented from turning. 
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When purchasing ammunition supplies especially 
shot gun shells, it is necessary for the merchant to be 
explicit in his requirements as to the particular load 
required. The usual custom is to order shells by 
name, trusting to the jobber to ship the right thing, 
which is often not what is really needed. The powder 
should be ordered by name the same as the shell. The 
Hercules Smokeless Shotgun Powders, Infallible and 
“E. C.” may be obtained in the standard makes oi 
shells if so designated at the time of giving the order. 
These powders are of high and uniform quality, and 
give light recoil and high velocity. For a full descrip- 
tion of these powders, write for the booklet published 
by the Hercules Powder Company, 1 West 1oth Street, 
Wilmington, Delaware. 





NEW CATALOG OF HARDWARE SPECIALTIES. 


The Stover Manufacturing & Engine Company, 
Freeport, Illinois, have just issued a new catalog of 
hardware specialties, named 0-17. It has 112 pages 
devoted to the Ideal Hardware Specialties and scores 
of 5, 10 and 25 cent counter goods which the retail 
hardware dealer can feature to advantage. Among 
the items treated in the catalog are fireplace fixtures, 
stove and warm air heater trimmings, dampers and 
clips, mop sticks, waffle and wafer irons, door latches, 
chest handles, soldering sets, ice picks and shaves, 
lamp and flower pot brackets, saw vises, washing ma- 
chines, etc. Dealers desiring copies of Catalog 0-17 
should address the Stover Manufacturing & Engine 
Company, 719 East Street, Freeport, Illinois. 


+e 


RETAIL. PRICES FOR DISSTON HAND SAWS. 





Henry Disston and Sons, Incorporated, Philadel- 
phia, have issued a neat eyeletted card showing the 
prices of their hand saws for the territory east and 
west of Denver. Dealers desiring this, should write 
the Company. 





+> 


LOYALTY A GREAT ASSET FOR THE 
SALESMAN. 


Elbert Hubbard, in an epic on business loyalty, once 
wrote, “If you take a man’s money, for goodness sake 
be loyal to him.” 

A text it will pay the climbing salesman to take to 
heart. 

Disloyalty is a canker that destroys the person who 
Every man under salary or not is work- 
ing only for himself. Ordinarily he gets back what 
If he develops a grouch against the house 
and does as little as he can and gets by, he may harm 
his employer, but he harms himself infinitely more. 

The man who is loyal in deed as well as in thought, 
who dedicates himself to the good of the store, who 
lets loyalty find expression in punctuality, conserva- 
tion of time and full carrying out of his duties will 
find that such loyalty is rewarded. 

If the man for whom he works is blind some one 
else generally sees and recognizes the worth of such 
service.—Boot and Shoe Recorder. 


harbors it. 


he gives, 





HERCULES SMOKELESS SHOTGUN POWDERS. 
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FOREIGN TRADE OPPORTUNITIES ARE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 


The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers ani 
Commercial Attachés is receiving information of op 
portunities to sell hardware and kindred lines in sey- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 
ber as given herewith: 

25116.—An agency is desired by a company in Brazil for 
the sale of hardware and machinery. References. Corre- 
spondence should be in Portuguese. ; 

25135.—An agency is ‘desired by a man in France for the 
sale of small tools for ammunition factories. Payment will 
be made against documents. Correspondence should be in 
French. Reference. 

25137 —A man in France desires to buy hardware and 
electric apparatus. He also wishes to entertain an agency 
proposition. Correspondence should be in French. Refer- 
ences. 

25152.—An agency is desired by a man in Venezuela for 
the sale of all kinds of merchandise hardware. Quotations 
should be made f.o.b. New York. Correspondence should be 
in Spanish. 

25155.—A firm in British East Africa wishes to purchase 
hardware and padlocks of all kinds, about 1,100 dozen of 
which can be used annually. Payment will be made by sight 
draft with bill of lading attached. Quotations should be 
made in English sterling, if possible. Goods should be packed 
in extra strong cases with waterproof lining and wrappings. 
Reference. 

25159.—A man in France desires to purchase scissors, 
saws and knives. He also wishes to entertain an agency 
proposition. Correspondence should be in French. 


RETAIL HARDWARE DOINGS. 











IMinois. 

James Solomon, Carlinville, has sold his hardware and 
harness business to Robert Patterson. 

C. H. Sager, Lebanon, has suffered a fire loss of $30,000. 

The store of the Stoffel Brothers Hardware Company, 
Lebanon, was destroyed by fire with a loss of $20,000. 

lowa. 

The store of the Conway Hardware Company at Con- 
way, was damaged by fire. 

Minnesota. 

W. W. Dry, Jr., Hill City, has purchased a hardware 
and implement store. 

The Wahkon Lumber and Hardware Company, Wah- 
kon, has sold its stock to the Morrison Lumber Company. 

Montana. 

W. O. Smith, W. F. S. O’Brien and George Taylor have 

opened a hardware store at 328 South Main Street, Butte. 
Nebraska. 

John Frey has bought a hardware and implement store 
at Adams. 

W. J. Wilson has bought the hardware stock of P. J. 
Schroeder at Gothenburg. 

F. W. Deerson has sold his hardware store at Yutan to 
Henry Backans. 

J. W. Barbee has purchased the hardware stock of G. 
W. Willey at Stapleton. 

North Dakota. 

September Ist, Christenson Brothers will take over the 
hardware and furniture business of the Watford Supply 
Company at Watford. ; 

The Guaranty Supply Company, 3ottineau, has sold his 
hardware stock to A. S. Nero. 

South Dakota. : 

J. Frank Smith has purchased the hardware store 0! 
L. J. Gilbert at Sioux Falls. 

Gust Parsch and Son, Aberdeen, will open a hardware 


store. ’ 
Tennessee. 


J. R. Puryfoy, W. H. Young, George Chicester and Tom 
Earle have bought the hardware store of John Lindahl and 
Son of Memphis. 

Wisconsin. 


The hardware store of Cain and Johnson, Elkhorn, was 
damaged by fire. ; 

August Hoops has bought the hardware store of George 
Meier at Spencer. ; 

W. G. Tyler has purchased the hardware business at 
South Wayne, formerly owned by Roy Dalrymple. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








A LESSON FROM MAIL ORDER 
ADVERTISING. 


I believe we can learn from the mail order houses, 
and get a lesson from the way they advertise. We 
can find out how they and illustrate. We 
will notice one thing in particular, and that is, there 
is very little left for the customer to imagine. They 


describe 


give as complete details as it is possible to give be 
cause they believe that anybody who is going to pur- 
chase anything ought to know 
he can. There is always a reason for anything, and 
if we can only get at those reasons and give time and 
effort to the study of advertising it will be a wonder- 
James W. Fiske. 


* * * 


as much about it a3 





ful assistance. 


In the sale of various articles the demonstration is 
the all-important factor that influences the prospec- 
tive customer. lo- 





example, a woman 
who contemplates 
buying a stove 
must be favorably 


impressed with its 


operation. If the 
performance of 
the appliance ap- 
peals to her sense 
of economy, con- 
venience and ap- 
pearance the sale 
is as good as made. 
If the stove does 





not measure up tO 


Detroit Vapor her requirements, 
Oil Stove she is quite cer 
LOOKS AND WORKS tain to indicate a 


preference for a 


different type. 


LIKE A GAS RANGE 
and gives City Gas Results at 


One-Fourth Less Cost with rhe demonstra 
Oil or Gasoline. A boon in tion being of such 
farm homes, cottages and| importance, it 
the suburbs. Simple. safe, should be feature:l 


odorless, economical'and ex- 
ceptionally well built. Let us] ble 
demonstrate. 


as often as possi- 
in window dis- 


play and _ news- 

paper advertise 

John Sperb ments. We have a 
‘ — specific example 

$23 MAIN STREST of this in the 


HARDWARE. 





advertisement of 
John Sperb, which 








is reproduced herewith. It is devoted entirely to the 
Detroit Vapor Oil Stoves, and after emphasizing their 


advantages, concludes with the offer to give a dem- 





the 
demonstrate an appliance serves to instill confidence 
She instinctively feels that here 


onstration. Somehow or other, willingness to 
in the reader's mind. 
must be a stove well worth demonstrating and seeing. 

Mr. Sperb’s advertisement has a neat, attractive lay- 
out; and if he cares to vary the arrangement in sub- 
sequent ads, we suggest that a good heading would 
be on the order of his final sentence, “Let us dem- 
onstrate the Detroit Vapor Oil Stove.” 


* K ok 


A householder inay be hesitant about buying such 


an article as garden hose, but the expense is quickly 
the 


This is the quite logical theme of the Central 


forgotten in sutisfaction of seeing the garden 


grow. 
and Harness advertisement 


Hardware Company 


which is reproduced Lerewith. The text matter evinces 
a decided inclination towards poetry, which is really 
from the hackneyed style of copy, 


attracts 


a refreshing change 


and the advertisement immediate attention 


You Won't Mind The amet 


Of A Garden Hose 


whep you note how fast the garden 
grows. And when 


Old Sol’s Rays 


shine fierce and hot, and your lawn 
shows signs of dying out, you'll find 
if the best thing you ever bougbt, for 
"twill save the lawn without a doubt. 


Suppose You 
Buy Our Garden Hose 


Centra Hardware and 


Harness Co. 
illustration at the 


THE FOLLOWING 
RELIABLE 


ARTICLES 


De Laval 
Cream Separators, 
Wagons, Buggies 

Wire Fencing 
Cook Stoves, Ranges 
Easiest Way Washing 

Machines. 

Mowing Machines 
Lawn Mowers. 
Oil Stoves 





the top. It 


would no doubt have 


Lecause of pertinent 


enhanced the effectiveness if the 


suggestion to buy garden hose were supplemented by 


price quotations. 
x * * 
has been in business twenty 


Just because a man 


years or over, is no sign that he is any better merchant 
The 


merchant is the man who keeps his eyes and ear 


than the one who has been in only ten years. real 
open to improvements and his mouth shut in regard 
to his private affairs, whether he has been doing bus! 
ness for one year or forty. 
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HEATING AND VENTILATING 











PERCENTAGE OF OVERHEAD EXPENSES 
NOT A FIXED QUANTITY. 


The question of overhead expenses which appeared 
in the July 28th issue of AMERICAN ARTISAN AND 
HARDWARE Recorp, has elicited much valuable cor- 
respondence upon the subject. Otto Geussenhainer of 
Prange-Geussenhainer Company, Sheboygan, Wiscon- 
sin, says he is at last beginning to believe there is some 
unknown quantity that is hard to determine, as well 
as stating that overhead expenses are not a fixed 
quantity. His letter is as follows: 

AMERICAN ARTISAN AND HARDWARE REcorD: 


There has been so much said and written in regard 
to the “Overhead Expense” not only in the heating 
contractor’s business but in most any other line, that 
I am at last beginning to believe this to be some un- 
known quantity that is hard to determine. 

When I first entered into business I had no idea 
whatever what it costs to do business. When the first 
year of our business was concluded I knew exactly 
what the purchases were in dollars and cents and | 
knew what the sales were in dollars and cents; I knew 
what we paid for rent, light, fuel, freight, express, 
cartage, advertising, telephone, postage, stationery, 
telegraphing, donations, fire and liability insurance, in- 
terest, clerk hire, bookkeeper hire, salaries paid to the 
bosses and some other incidentals that cannot be 
classified as productive labor. By deducting the pur- 
chases from the sales plus stock on hand we de- 
termined the gross profit and by deducting the ex- 
penses enumerated above from the gross profit there 
remains the net profit. Knowing what the sales were 
and knowing what the purchases were, and knowing 
what the expenses were of doing business it was easy 
to determine the percentage of overhead on either the 
sales or the purchases. It neither made a difference 
to me whether. I was selling material or whether | 
was selling labor I wanted to make a profit on the 
material as well as on the labor, and | felt that it was 
just as necessary to compute overhead expense on the 
material as on the labor, therefore in estimating jobs 
I price all of the material and labor at absolute cost 
and add thereto the percentage of overhead as com- 
puted and explained above. This percentage of over- 
head is not a fixed quantity it has been the experience 
of every man in business that the expense of doing 
business constantly increases, and it is only when his 
sales have increased more rapidly than his expenses 
that the percentage of overhead will decrease, other- 
wise there is a tendency of the percentage of overhead 
also increasing. Every man can determine for him- 
self what it costs him to do business and that cost 
must be added to the cost of his merchandise be it 
material or labor. When it comes to adding profit that 








cannot always be determined arbitrarily, that is gov- 
erned somewhat by competition, salesmanship, etc. 


This holds good with every business. 
Otto GEUSSENHAINER. 
Sheboygan, Wisconsin, August 13th. 





LEARNED TO VALUE AMERICAN ARTISAN 
AND HARDWARE RECORD. 


To AMERICAN ARTISAN AND HARDWARE RECORD: 

We have learned to value AMERICAN ARTISAN AND 
HARDWARE REcorpD as an interesting and reliable paper. 
The article in July 28th issue on “Overhead Expenses’ 
is one of the best and clearest writings we have yet 
seen. We certainly are surprised that so many mer- 
chants make a puzzle of discounts. 

J. W. CHASE, 
J. W. Chase & Company. 

Parker, South Dakota, August 11th. 





TURNOVER. 


How many times during the year do you turn over 
your stock? The answer to this question determines 
whether you are a merchant or only an imitation of 
the real thing. It is now accepted as axiomatic in the 
mercantile business that a meat dealer should turn 
his stock twenty-six times a year, a grocer ten times, 
a general dealer and shoe dealer five times and a drug- 
gist and hardware dealer four times, in order to lay 
claim to the title “merchant” in all that the term im- 
plies. 


=. 


PATENTS ROOF VENTILATOR. 








William Sodemann, St. Louis, Missouri, has pro- 
cured United States patent rights, under number 
1,225,679, for a roof ventilator described in the fol- 
lowing : 


In a ventilator, a ventilat- 


mn? iil 70? ing pipe, a case surrounding 
a a said ventilating pipe and open- 
43 3 : ing to atmosphere at its upper 


and lower ends and having its 
upper end above the end of 
| said pipe, a deflecting apron 
a i ims W@ extending obliquely downward- 
2 i ly and outwardly below said 
} ; case whereby currents of air 
Ha are deflected upwardly into 
said case, a cylinder encircling 
the upper end of said case and 
having a _ passage thereinto 
A around said case, whereby cur- 
° by rents of air may rise into said 
| cylinder, a plate within sa! 
1,235,609), cylinder arranged to deflect 





Lt 21 


> 




















ae Fa 


falling substances through the 

lower end of said cylinder out- 
side of said case, said plate being provided with a central 
opening above the ventilating pipe and a plate supported 
above said opening and above the plane of the upper end of 
said cylinder, 
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ESSENTIALS OF A SATISFACTORY HOUSE 
HEATING PLANT. 


House heating, under the most favorable circum- 
stances, has wrecked the good nature of many an ex- 
cellent citizen, and with a coal situation such as that 
of last winter, which may be repeated during the com- 
ing cold season, man’s perplexities and irritations 
are quite likely to be multiplied. 

Experiments conducted for a number of weeks by 
heating experts at the University of Illinois have ex- 
onerated the heating plant in part and have put most 
of the blame on the householder. He would not think 
of starting out for a long trip in his automobile with- 
out first making sure the car was in shape for the run, 
but he will start his heating plant in the fall for a 
six months’ season without an inquiry as to the con- 
dition in which it was left by the previous winter’s 
strain. 

Some time ago the editor of the Chicago Herald, 
with his coal experiences of last winter still fresh in 
mind, wrote to the president of the University of 
Illinois to inquire if the scientists there could not 
make some experiments with Illinois coal as fuel for 
heating plants, the results of which would be worth 
many thousands of dollars to the citizens of the state. 

This work was soon started, and the results of the 
investigation, free of technical terms, and told in a 
manner easily understood, are just being published 
by the authority of the University of Illinois. 

Board of Heating Experts. 

President Edmund J. James of the University se- 
lected for the work, which promises to be of tremen- 
dous value to the people of the state, a committee com- 
posed of: 

A. C. Willard, assistant professor of heating and 
ventilation; G. H. Cady, geologist, State Geological 
Survey; J. M’B. Snodgrass, assistant professor of 
railway mechanical engineering; E. A. Holbrook, as- 
sistant professor of mining engineering; A. C. Callen, 
associate in mining engineering; C. S. Sale, assistant 
to the director of the engineering experiment station. 

Two general subjects received the greater part of 
the consideration given by the committee. One is the 
heating apparatus itself and how it should be installed 
and handled; the other has to do with the purchase 
and use of “soft” or bituminous coal, with special 
reference to that mined in Illinois, Indiana and west- 
ern Kentucky, and generally used in this state for or- 
dinary domestic service in house-heating plants. 

Heating Plant Secrets. 

Too often heating plants are looked upon as large 
steel or iron drums into which coal is to be shoveled, 
in greater or less quantities, according to the whim 
or the temper of the householder. That method in- 
sures plenty of fire but paradoxically it gives off little 
warmth for general house-heating purposes. The 
heating plant, therefore, is taken up, first, for if that 
be defective, no coal can be used economically. 

According to the university experts, if a majority of 
the rooms of a building are to be heated, a single 
warm air heater, hot water heater, or steam boiler, re- 
quiring one fire and one chimney, should be installed, 
instead of a number of stoves with several chimneys. 
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The foundation or floor on which the heater is set 
must be true and level and must present a full flush 
or tight bearing for the heater castings, so air cannot 
leak into the ash pit through cracks or crevices at the 
Air leakage at this point means that the 
fire will burn out too rapidly, even when the ash pit 


floor line. 


door and draft dampers are closed. 
Doors Must Fit True. 

All fire, ash pit and clean-out doors opening into 
the flues must be true, and must be air-tight when 
closed. This is an important requirement if the drafts 
are to be under full control. 

Suitable clean-out doors conveniently arranged, 
must be provided for all types of heaters for cleaning 
the interior heating surfaces over which smoke or 
hot gases pass, and upon which soot or ashes may be 
deposited. Inability or failure to clean these surfaces 
may lead to serious fuel waste. 

Should Have These Dampers. 

All classes of heaters should have the following 
dampers or their equivalent: 

Draft damper in the ash pit door for supplying air 
below the fire to make it burn more rapidly. 

Check damper in the smoke connection, just outside 
of the heater, to admit cold air into the smoke pipe, 
to check the draft. 
plish this is bad practice, as it cools the entire heater. 


Opening the fire door to accom- 


Cross damper on the heater side of the check damper 
to control the intensity of the chimney draft when 
the check damper is closed. This damper usually re- 
quires adjustment only a few times during the heating 
season. 

A direct draft, or by-pass damper, which is pro- 
vided in many heaters to make possible, when desired, 
the direct passage of smoke from the firebox to the 
smoke outlet, thus cutting out the tortuous flue pas- 
sages in starting a fire, or until the chimney is well 
This 


damper must be left open except for a short time, 


warmed and a good draft has been established. 


otherwise a great waste of fuel wlll result. 
Fire Box Requlsites. 

It is necessary to have the fire box, or space above 
the grate, large enough to hold not only the coal 
burned between firing periods but also extra coal to 
kindle the next fuel charge rapidly. The fire box ca- 
pacity is measured from the grate vertically to the 
center of the fire door. 

Ample fuel burning and fuel holding capacity is 
a most important feature in a heater; otherwise too 
frequent attention to firing will be required. 

Soft coals which swell when heated, and also coke, 
which is more bulky than coal, require large fire boxes 
to permit sufficient amount of fuel to be fired to last 
between reasonable firing periods. 

The smoke pipe must run as straight as possible 
from heater to chimney and must have a decided up- 
ward slope toward the chimney. It should have a 
covering of at least three-ply asbestos paper, of which 
one layer should be corrugated. 

Watch Cold Air “Leaks.” 

No system of heating can be economical unless a 
careful inspection of the building is made and every 
precaution taken to prevent the infiltration or inleak 
age of cold air around windows and doors. When 


ever cold air leaks into a house an equivalent volume 




















* 


of warm air leaks out, and the heating plant must 
make up this loss in heat. 

The desirability of maintaining a reasonable amount 
of moisture in the atmosphere of the average home 
is generally recognized by all heating and ventilating 
engineers as essential to héalthfulness, protection of 
woodwork and economy in the use of fuel. 

Air that is not “humidified” by having hot water 
vapor added to it at the same time that it is heated 
becomes “dry” and will cause moisture to be evapo- 
rated from furniture, plants and persons, with more 
or less disastrous effects in the two former cases and 
with the disagreeable effect of chilliness and an un- 
duly dry skin in the latter case. 


WARM AIR HEATER GRATE WHICH CAN BE 
RAISED TO CONICAL POSITION. 








The Pyramid Warm Air Heater, made by the Forest 
City Foundry and Manufacturing Company, has a 
This can be raised to an ele- 
vated position 
by moving the 
upright lever to 
the left as 
shown herewith, 
and the height 
may be varied 
from the level 
position to seven 
inches at the 
highest point. 

This action 

Elevating the Grate of the rolls the fire in 

Pyramid Warm Air Heater. the firepot to 
the outside, forcing the red hot fuel directly against 
the radiating surface of the heater. This allows fresh 
coal to be placed in the middle, leaving the fire free 
to continue burning, and the heat from this ring is 
claimed to coke the surface of the fresh fuel and con- 
sume the smoke and gases. Even though the fire may 
be completely covered with ashes, by manipulating the 
grate, it 1s said, ashes are removed and only uncon- 
sumed fuel remains. Dealers can obtain full particu- 
lars by addressing the Forest City Foundry and Manu- 
facturing Company, Cleveland, Ohio. 


unique type of grate. 





WARMED AIR MUST BE PROPERLY 
HUMIDIFIED. 





During the winter, most people spend the greater 
part of the day in warm air—air that is higher in 
temperature than room air in midsummer. In sum- 
mer they take their warm air in the open and in winter 
they take it in closed rooms. In summer the hot air 
is heated while in contact with lakes, rivers and wet 
ground and in winter it is heated while in contact 
with iron pipes and dry walls. 

This summer air in the winter time is drier than 
the air of Arizona or any other dry region in the 
country, as attested by the following figures: 

“With atmospheric pressure at approximately 30 
inches and the temperature at o degree Fahrenheit, a 
cubic foot would hold 0.481 grains of moisture; at 
32 degrees Fahrenheit it would hold 2.113 grains of 
moisture; at 60 degrees Fahrenheit it would hold 
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5-745 grains; and at 70 degrees Fahrenheit it would 
hold 7.98 grains. 

“Vapor or space at o degrees Fahrenheit and 50 
percent relative humidity would contain approximately 
0.24 grains of moisture per cubic foot. This vapor, 
on being heated to 70 degrees Fahrenheit would still 
contain its absolute humidity of 0.24 grains of mois- 
ture per cubic foot, but its relative humidity would 
drop from 50 percent to 3 percent, except as the air 
passages and skins of pupils became water jugs which 
were continually emptying water from the bodies of 
the pupils into the air of the room. 

“Air at 32 degrees Fahrenheit and 50 percent rela- 
tive humidity would contain approximately 1.056 
grains of moisture per cubic foot. This air, on be- 
ing heated to 70 degrees Fahrenheit, would then have 
a relative humidity of 13 percent unless moisture 
was added from the pupils, walls, or fixtures in tke 
rooms.” 

This exceptionally low humidity, says Dr. W. A. 
Evans in the Chicago Tribune, dries out the skin, 
causing winter itch; it dries out the hair, causing bald- 
ness; it dries out the nose, causing colds; it dries out 
the tonsils, causing enlarged glands; it evaporates 
moisture from the skin so fast as to make us feel 
cold even when the air is over 70 degrees. 

If we are to have this summer in the winter time 
let us duplicate the entire process. Let us have some 
rain, showers, or, by some sort of device, bring the 
humidity of the room air up to the summer standard. 

The first step is to know. To have thermometers 
exposed here and there is an excellent idea. To have 
hygrometers exposed just as abundantly is just as 
good an idea. 

When the people learn the facts they will proceed 
to remedy the bad conditions. Humidifiers are on 
the market. They are not so well developed as heat- 
ers, but the engineers have not been working on the 
problem so long. At the present time there are sev- 
eral types of humidifiers on the market. 

The man who insists will get a humidifier in his 
warm air heater. The indifferent man will not. The 
man who insists will get humidifiers on his radiators. 
Not until the air is properly humidified will the winter 
of our discontent be made glorious summer. 





RUN FULL SIZE PIPE ALL THE WAY 
THROUGH, SAYS CHARLES SMITH. 


Replying to the inquiry of “Sheet Metal Shop” re- 
garding size of warm air pipe in run exceeding 15 feet, 
which was published on page 33 of the August 11th 
issue of AMERICAN ARTISAN AND HARDWARE RECORD, 
Charles Smith, the well-known manufacturer of warin 
air heaters and supplies, sends in the following: 
AMERICAN ARTISAN AND HARDWARE REcorD: 

Instead of increasing or decreasing the diameter of 
a run of pipe exceeding 15 feet at the 15-foot point, J 
think the most efficient plan would be to run it full 
size all the way from the warm air heater to the riser, 
entering a boot of proper dimensions at the bottom of 
the stack. 

CHARLES SMITH. 
Chicago, August 13, 1917. 
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LIST OF OVERHEAD EXPENSE ITEMS AS 
RELATED TO THE WARM AIR 
HEATING BUSINESS. 





The Official Bulletin of the National Association of 
Master Steam and Hot Water Fitters in the current 
issue calls attention to the unusual importance of over- 
head expense at this time and to the numerous re- 
quests for data to figure this cost. The Bulletin then 
reprints the list of overhead expense items in the 
steam fitting business which of course is a branch of 
the heating business and very closely related to the 
warm air heating phase. The list is quite compre- 
hensive and runs as follows: 


Salaries. 

Employers’ Salaries or Executive Officers’ Salaries (such 
amounts as are drawn from the business for employers’ own 
services ). 

Superintendents. 

Estimators. 

Draftsmen. 

Bookkeepers. 

Stenographers. 

Clerks. 

Office Collectors. 

Office Boys. 

Other Ofhce Help. 

Stockkeepers. 

Porters. 

Other Non-productive Labor. 

Rent or Establishment Maintenance. 

(If buildings in which you carry on your business are 
owned by you, 10 percent of their value should be charged off 
yearly as rental). 

Store Rent 

Shop Rent. 

Water Rent. 

Gas and Electric Bills. 

Power for Shop. 

Heating. 

Depreciation of Office Equipment, 10 percent (it is recom- 
mended that 1) percent of the cost value of such equipment 
should be written off each fiscal year). 

Shop Repairs. 

Depreciation on Shop Equipment, 10 percent. 

Tools lost, strayed or stolen. 

Depreciation and Repairs to Tools, 20 percent. 

Replacement and repairs: 

To Tool House } 

To Tool Chests } 20 per cent. 

To Time Clock |} 

Maintenance of Real Estate. 

Cleaning Show Room.and Establishment. 

Watchman. 

Soap—Matches— Waste. 

Oil— Beltinge—Dressings—Charcoal. 

Deliveries. 

Include the following items except where used for deliv- 
eries charged on estimate sheet: 

Garage and Barn Rent. 

Automobile Maintenance. 

Auto Truck Maintenance. 

Depreciation on same. 

Gasoline and Oils. 

Cartage, Freight and Expressage not chargeable. 

Assessments, Dues and Donations. 

Association Dues and Fines 

Master Steam and Hot Water Fitters’ Association. 
Building Trades Employers’ Association. 

Credit Association. 

Other Oragnizations. 

Donations—Tickets. 

Sundry Business Expenses. 

Insurance: 

Liability for Office Force. 
Liability on Labor not chargeable. 
Plate Glass Insurance. 

Business Life Insurance. 

Fire Insurance on Stock. 

Fire Insurance on Buildings. 

Interest : 

On Capital 5 percent on amount invested. 
On Notes Payable and Receivable. 
On Certified Checks while out. 
» On Overdue Accounts. 
On Loans to and from. 
Taxes: 
United States Government. 





AMERICAN ARTISAN AND 





HARDWARE RECORD 3 


vw 





State. 
County. 
City. 
Corporation. 

Legal Expense: 
Attorney’s Fees. 
Notary Public. 

License to work in other States. 

Entertainment: 

General. 
Individual Expense. 

Stationery and Printing. 

Postage. 

Office Supplies. 

Telephones. 

Telegrams. 

Sullinger’s Guide, Time Tables, etc. 

Text Books. 

Blueprints and Drawing Materials. 

Wrapping Paper, Twine, Packing Boxes, 

“First Aid Medical Kit.” 

Dodge or other Building Reports 

Dun’s, Bradstreet’s or other Mercantile Reports. 

Buying Directories. 

Trade Magazines. 

City Directories. 

Signs. 

Photographs of Buildings, etc. 

Collection Charges (Attorney's Bills). 

Traveling Expenses. 

Attending Conventions Expenses. 

Carfares. 

Auditing Books. 

Patents. 

Bid Bonds (this item means your outlay for all bonds 
you must-obtain to accompany bids, for work which 
you do not get, even though you have placed the cost 
of bid bonds on your estimate sheets). 

Safe Deposit. 

Drinking Water and Ice. 

Laundry—Towels. 

Gifts for Christmas, Special Commissions, etc. 

Depreciation on Stock and Materials on hand, 10 percent. 

Depreciation on Equipment, 10 percent. 

Allowances or Rebates on Settlements. 

Lost Accounts. 

Lost Shop Time. 

Lost Time of Mechanics paid but not chargeable. 

Deadhead Repairs or “Come-Backs.” 

Typewriter and Adding Machine Repairs. 

Removing Rubbish and Ashes. 

Incidentals and All Other Items You Pay for Which You 
Do Not Sell, Except Equipment. 


sarrels, etc. 


eo 


“COZY’’ WARM AIR HEATERS. 


Many dealers are finding it to their advantage to 
recommend “Cozy’” Warm Air Heaters manufactured 
by Schill Brothers Company, Crestline, Ohio, to their 
customers because they feel sure of their position of 
unequalled satisfaction guaranteed by the manufactur- 
ers, and that they have in the past proven reliable and 
of unquestioned merit. One of the great advantages to 
be derived is that gas or coal can be used without 
changing any of the parts, a gas ring firepot being fur- 
nished for the purpose, if wanted. This can also be 
used to start the fire instead of kindling. These heat- 
ers also have a large ashpit and door and duplex grate 
which constitute other good selling points. Dealers 
who are looking for increased sales and consequently 
increased profits will find it to their benefit to write to 
Schill Brothers Company, Crestline, Ohio, for copy of 
their complete catalog with a view to securing an 
agency. 

ssiiiiiaiciniai 
Hard work is what increases sales. Combine hard, 
steady work with fair ability as a salesman, and add 
to that a moderate amount of good advertising, and 
you have a formula which will compel success in a 
retail hardware business as sure as fate. But while 
putting this formula to work see that your clerks are 


also using it. 
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THE NECESSITY FOR VENTILATION. 


H. Newell Martin, Professor of Biology in the John 
Hopkins University, writes in “The Human Body” 
that the headache and drowsiness which are caused 
by sitting in badly ventilated rooms, and the want of 
energy, as well as the general ill health which result 
from permanently living in such, are dependent on a 
slow poisoning of the body by the reabsorption of 
matters eliminated from the lungs in previous respira- 
tions. 

On this subject the Encyclopedia Americana says 
that impure air undermines the health and changes 
the character of the blood. Suitable ventilation is the 
free admixture of outdoor air with that of the apart- 
ments, but so modified as to temperature and velocity 
as to prevent drafts which are injurious, for they 
lower the temperature of the body and produce in- 
ternal congestions. 

People everywhere are beginning to realize that 
good health is dependent upon fresh air, and they 
should be impressed whenever possible with the fact 
that a warm air heater is a ventilating as well as a 
heating plant. The warm air heater is conceded to be 
the only kind of a heating plant that time has proven 
comes nearest to supplying the evenly heated fresh 
air which nature diffuses during the summer months. 

Eminent physicians in all parts of the world have 
declared in favor of the warm air heater as the best 
apparatus for supplying artificial heat best suited to 
bodily requirements. There is obviously nothing more 
important when considering a heating apparatus than 
that it shall give the greatest volume of heated air 
at least cost, and still furnish pure, fresh air to all 
the rooms. 








THE BEAVER WARM AIR HEATERS. 





Inexperienced people who have to use ‘warm air 
heaters often fail to secure the amount of heat from 
them which they are intended to give. Consequently 
the more simple the construction in the arrangement, 
the more easily they are understood and the more sat- 
isfaction they will give to the user. The Beaver 
Warm Air Heaters are built expressly with this idea. 
It has made it possible to have fresh air from the out- 
side circulate around the firepot section, the cast iron 
dome, the steel drum on each side of the steel cham- 
ber and so come in contact with every portion of the 
heated surface, thus producing the desired effect. 
The heaters are powerful, durable, economical and 
healthful and should prove a good selling proposition 
and installers who are seeking a desirable agency, 
should write to the Danville Stove and Manufacturing 
Company, Danville, Pennsylvania, or to the Chicago 
office at 340 North Water Street for full particulars. 





NEW CHAIRMAN FOR COMMITTEE. 





Everett B. Langenberg, Vice President of Haynes- 
Langenberg Manufacturing Company, St. Louis, Mis- 
souri, who has been a member of the Warm Air Fur- 
nace Committee of the National’ Association of Sheet 
Metal Contractors for several years, has been pro- 
moted to the position of Chairman of this important 
committee. 
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Mr. Langenberg’s experience in manufacturing first 
class furnaces as well as his practical experience in 
warm air heating installation, enables him to bring 
to this position qualifications as a first class leader, 
and we can confidently expect that the good record this 
Warm Air Furnace Committee has made in past years 
will be maintained under Mr. Langenberg’s chairman- 


ship. 


oa 


AUTOMATIC REGULATION OF HEAT. 





It is but natural that a warm air heating system 
should at times deliver too much or too little heat, no 
matter how carefully it is operated, and on such occa- 
sions the occupants of the home become susceptible 
to colds and other sickness. A reasonably uniform 
temperature is required for health and comfort, and 
sudden changes are the cause of discomfort and an- 
noyance. In the morning, when a brisk fire is started 
to warm the house quickly, the drafts are opened wide, 
and quite often they are neglected until the house is 
too hot. Then someone checks the fire and perhaps 
opens a window, and before long the house is too cold. 

These conditions, which are common, emphasize the 
necessity of installing some means of regulating the 
temperature automatically. For this purpose we have 
automatic regulators, sometimes known as tempera- 
ture controllers, which not only keep the temperature 
uniform at the desired temperature, but also prevent 
the waste of fuel due to overheating. Thus the device 
serves the dual role of increasing the comfort and 
healthfulness of the home and of reducing the fuel 
consumption. No more coal is burned than is needed, 
and some householders say that their fuel bills have 
been cut down as much as twenty-five percent. 

The regulator also serves in no small measure to- 
increase the life of the warm air heater and to lessen 
the expense for repairs because it precludes sudden 
heating and cooling of the parts of the heater. At the 
same time it relieves the operator of a great deal of 
the care of the warm air heater because the drafts 
require little, if any, attention. 

There are several serviceable types of regulators for 
warm air heaters on the market, and there is no reason 
why every system should not be equipped with one. 
The cost is reasonable, the installation is easily made 
hy the dealer and the benefits make it well worth while 
for the householder. 


+> 


GLOBE WARM AIR HEATERS. 





Dealers generally judge the goods offered them 
from the standpoint of quality rather than in terms of 
cost. It is a safe principle and more beneficial from 
the profit standpoint in the end. The Globe warm air 
heaters made by the Globe Stove and Range Company, 
Kokomo, Indiana, have always held a distinctive posi- 
tion in this respect and their reputation is increasing 
from time to time especially among those who have 
known and sold them in the past. The Globe warm 
air heaters are not high priced and are making a profit- 
able business builder. Requests for catalogs will be 
honored by writing to the Globe Stove and Range 


Company, Kokomo, Indiana. 
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PATTERNS FOR DIAGONAL HOPPER. 


BY 0. W. KOTHE. 

Replying to the inquiry of subscriber for an in- 
clined hopper, where the square forms a diagonal 
shape in relation to the usual way of making these fit- 
tings, this drawing will show how to do it. 

First draw your section “M” and then draw the 
elevation to the desired length, also striking the half 
section “N.” Divide this half section into any num- 
ber of equal parts, and square lines to the base line 
1-7. From here you can draw them to the corner A’. 








nm 


PRACTICAL HELPS FOR THE 
TINSMITH 








Edges for flanging out on the square end must be 
allowed extra as well as for seaming the longitudinal 
joint. 





IMPROVED STRAINER FOR DOWN SPOUTS 
AND WATER PIPES. 


An ever ready guardian over wells and cisterns is 
said to be found in Black’s Patented Improved Strain- 
er for down spouts and water pipes. According to 
the manufacturers, this strainer, when inserted in 
place, will prevent leaves, wind falls, bird’s nests and 


Cc 














Development of Patterns for Inclined Diagonal Hopper. 


After this, we can get the true lengths, which can be 
set off right from the section “M.” Pick the lines 
A’-1-2-3-4, etc., from elevation and set them off from 
the point E, thus dropping lines, making them equal in 
length to those in half section ““N.” From these points 
draw lines to the corner A, which are your true 
lengths. 

To start the pattern, draw any line equal to the heel 
of elevation B’-1 as P-1 in pattern. Pick the section 
line “M” as B-A. Using B in pattern as center, strike 
arcs as at A and C. Now pick line A-1 from true 
lengths and using point 1 in pattern as center cross 
arcs in point A and C. Now continue stepping from 
one point to another until points 7-7 are established. 
This is done the same as with any ordinary square-to- 
round problems. Then pick the line D-A and strike 
the arcs D and D’ in pattern. Cross these arcs with 
line 7-O’ of elevation and the pattern is finished. 


other material that usually accumulates on roofs and 
gutters of houses and barns, from finding their way 
into wells and cisterns, or choking water pipes or 
down spouts. 

The device has an overall length of 12 inches and 
is made of heavy galvanized iron. It contains two 
strainers, one coarse and one fine, and is said to af- 
ford a free and uninterrupted flow of water, doing 
away with the old globe type strainers. Besides hav- 
ing this efficient construction, it is strong and durable, 
and can be easily attached. The strainer is made in 
three sizes, for 3, 4 and 5-inch pipes. [ull particulars 
and price list can be obtained by addressing the Utility 
Sales Company, 1434-38 Main Street, Cincinnati, Ohio. 

Don’t be afraid to read the longer articles—we 
never print them unless we know they are worth your 
time. 
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PICNIC OF THE MILWAUKEE SHEET METAL TIMELY BOOKLET ON “DESTRUCTION AND 


CONTRACTORS. 


The Sheet Metal Contractors’ Association of Mil- 
waukee gave a very enjoyable picnic at Alexander 
Kuepel’s Mequon Hotel and Grove, Wisconsin, on 
Say Road, on Wednesday, August 15th, 
During the 





the Green 
which brought out a large attendance. 
morning refreshments were served followed by a 
dinner. In the afternoon a baseball game was the 
center of attraction, the teams being formed from the 
rival sheet metal men and tinners and heater fur- 
by William Hammann and R. 
In the first named were the fol- 
lowing members: Wm. Eslein, 
Adolph Schumann, P. L. Biersach, H. H. Wherry, 
Frank Romberger, E. Scheder, E. B. Tonnsen. 

The tinners and heater furnishers’ team consisted 
of H. Jeske, Chas. Rashka, J. F. Graf, Otto Jeske, 
J. M. Hollitz, H. J. Bretzel, Henry Pluckhan, Nick 
Stollenwerk. 

After two exciting innings umpired by Mr. Bretzel 
according to the rules of 1840, Captain Hamman’s 


nishers, captained 
Jeske respectively. 
Hamman, |. IF. 


team won by a score of 22 to 10. 
Such old cronies as L. Hoffman, J. 

Klubertanz, D. D. Green and a few others, for whom 

baseball was a little too strenuous pastime, enjoyed 


Miller, Aug. 


a gam of Scat. The outing was a success in every 
particular and the committee of arrangements con- 
sisting of Messrs. William Hammann and R. Jeske, 
received many congratulations for such an enjoyable 
day of recreation. 

Those participating and representing the various 
firms were as follows: 

Adolph Schumann, D. D. Green, R. Jeske, H. J. 
Bretzel, E. B. Tonnsen, Wm. Gallun, Frank Rom- 
berger, Wm. Hammann, A. C. Goethel, J. J. Millen, 
©. A. Hoffmann, Chas. Rashka, Paul L. Biersach, 
L.. Kuehn, president Milwaukee Corrugating Com- 
pany, R. Byron, Organizer, Kansas City, Henry 
Pluckman, John Graf, Otto Jeske, Irwin Bretzel, 
Louis Eschenburg, H. H. Wherry, Follansbee Broth- 
ers Company, Byron Eslein, J. M. Hollitz, Mr. Keller, 
LL. Hoffman, N. Stollenwerk, John Bogenberger, Aug. 
Klubertanz, H. Rumple, Local Business Agent. 


2 


AN IMPORTANT FACT RECOGNIZED. 





During an experience of more than thirty years iu 
the manufacture of tinsmiths firepots and torches, the 
Clayton and Lambert Manufacturing Company, De- 
troit, Michigan, has always believed that durability 
was an important feature in the construction of these 
goods, and this fact has had much to do with making 
them popular and the experiments which have been 
conducted to accomplish this end have never been at 
the expense of the user. All their firepots and torches 
are made of the best materials and the burners are 
made of special generator metal, producing more heat 
with less fuel expense. Catalogs will be sent on re- 
quest to the Clayton and Lambert Manufacturing 
Company, Detroit, Michigan. 





If you think that advertising, for you, is a gamble, 
don’t do it. 
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CONSERVATION OF OUR IRON 
RESOURCES.”’ 


At the present time when iron ore is so vital a factor 
—when millions of tons are needed for home use— 
—when we realize that the very outcome of this great 
conflict of nations depends to no small degree on our 
How can we con- 
Use dura- 


iron supply, the question arises: 
serve our iron resources? The answer is: 
ble iron ore products so as to avoid frequent replace- 
ments. Toncan Metal, an iron ore product, is recom- 
mended as corrosion-resisting and hence its use means 
a reduction of waste. Using Toncan Metal Sheets, 
therefore, is said to be another way to “do your bit.” 

The merits of this material are interestingly brought 
out in a booklet issued by the manufacturers, which 
contains the address on “The Destruction and Con- 
servation of Our Iron Resources,” delivered before the 
students and faculty of the Chemical Engineering De- 
partment of the University of Michigan, by J. T. Hay, 
Director of Research for the Stark Rolling Mill Com- 
pany. In this booklet is given an absorbing resumé 
of the history of iron and steel together with notes on 
the various means of protecting sheet metal from cor- 
rosive influences. Copies of the booklet can be ob- 
tained by addressing the Stark Rolling Mill Company, 
Canton, Ohio. 

stciibiiliinmaaaiiicnte 


WHO MAKES GALVANIZED COAL SCOOPS 7’ 
WIDE? 





To AMERICAN ARTISAN : 
Please advise where we can obtain galvanized coal 
scoop 7 inches wide. 
SUBSCRIBER. 


Illinois, August 14, 1917. 





SECURES PATENT FOR SKYLIGHT. 


Charles C. Rysdon, La Crosse, Wisconsin, assignor 
to the Badger Steel Roofing and Corrugating Com 
pany, Wisconsin, has obtained United 


La Crosse, 


States patent rights, under number 1,236,008, for : 
skylight described in the following: 


In a skylight. a sheet metal wall for the upper end and 
right angular sections com- 


sides, made of approximately 
















3 a “Z 





prising a horizontal supporting flange and a vertical flange 
or end, the vertical flange having its upper edges doubled 
or folded and then bent inward and downward to engage tlie 
top surface of the glass, the portion folded extending down 
beside the inner side of the vertical wall, then horizontal!y 
to form a shoulder, then at an incline downwarc towar 

the vertical wall into bracing contact therewith, and the 

being ‘turned inward and upward to form a gutter. 
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CONDUCTOR ELBOWS AND SHOES MADE IN 
ALL ANGLES AND DESIGNS. 


The Dieckmann Conductor Elbows and Shoes, one 
of which is shown in the accompanying illustration, 
are made in all angles and designs and 
in numbers 29, 28, 26 and 24 gauges, 
with the gauge stamped on each el- 
No light gauge special 
material is used, and they are made 
from galvanized and terne steel, 
Toncan metal, charcoal 
14, and 16- 







bow and shoe. 


iron; 12, 
ounce copper, ete. 


Each elbow and shoe 
made of special mate- 
rial has the name of 
material stamped on it 


clearly and plainly, and 





Diecnmann Square Corrugated 
Elbow. 


These elbows and shoes 


the fittings are galvan- 
ized after formation. 

made to give lasting and satisfactory service. 
full particulars, size and list, dealers 

write to The Ferdinand Dieckmann Company, 
office Station B, Cincinnati, Ohio. 


are 
lor 
should 

Post- 


price 


ECONOMY IN EXCELLENCE. 


Rust is always more or less of a disturbing factor 


in connection with sheet metal work and the resistance 
to it is always a quality to be taken into consideration. 
The Keystone quality of sheet and tin metal products 
American Sheet and Tin Plate 

Pennsylvania, this 


manufactured by the 
Company, Pittsburgh, 
qualification and affords increased service and great 
The cost of the Keystone ma 

The Company has 
which will make in- 


possesses 


satisfaction to users. 
terial is consistent with its quality. 
issued a booklet entitled “Facts” 
teresting’ reading for those who are seeking informa 
tion respecting these materials. The American Sheet 
and Tin Plate Company will gladly send one of these, 
upon request to the general offices in Pittsburgh or 
any other branch office throughout the country. 
FIREPOT EQUIPPED WITH DOUBLE 
BURNER. 

The Cuick Meal Soldering Furnace, which is shown 
pia illustration, has a double burner, 
so constructed as 


in the 


to enable one or 
both to be 


and making it pos- 


used; 


sible to do various 





kinds of work. 
This furnace 
Quick Meat Soldering Furnace. Wei g hs fifteen 


pounds and is said to be suitable for bench or outside 
work and to have a very strong construction. The 
manufacturers claim that two four-pound irons can 
be heated in four minutes and that strong winds will 
not affect its action. The firepot is excellently made 
with a brass pressure pump, which is responsible to 
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a great extent for its efficiency. For further infor- 
mation, write to the Ringen Stove Company, Division 


of the American Stove Company, St. Louis, Missouri. 


MERCHANT & EVANS PRODUCTS RECEIVE 
GOVERNMENT APPROVAL, 
of satisfactory 


Government approval, as a result 





service, says the Merchant & Evans Company, is the 
best recommendation any product can 
have. They have received orders for 4 
total of 655 Star Fire Retarding Ventila- 
tors, as shown herewith, for use in the 
barracks at Plattsburg, New York, and at 
the Great Lakes Naval Training Station, 
ee owe Great Lakes, Ulinois. Only confidence ii 
Ventilator. the ability of these ventilators to give 


service and satisfaction, could have led to their in- 
stallation at such important posts. 

Another instance of government approval on Mer- 
chant & Evans Products is found in the installation of 
Evans Almetl Doors, 
tured herewith, in the 
Depot of the United States 
Panama, 


lire as pic- 
Ordnance 
Army 
at Corozal, Zone. 
The needs of this building require 


Canal 





a door that is thoroughly depend- 
able as a fire retardant and for this 
the Almet] 
They also received the 


Evans Aimetl 
Fire Door. 


reason vans lire 


Doors were specified. have 
approval of the Underwriters’ Laboratories, Chicago, 
Mutual ull 
ventilators, fire other 


and the Factory Laboratories, Boston. 


particulars of the doors and 
sheet metal products can be obtained by addressing the 
Merchant & Philadelphia or Chi 
cago. ° 


oo 


WHO MAKES OMEGA GAS STOVE? 


Evans Company, 





AMERICAN ARTISAN AND HARDWARE RECORD: 
Please advise who makes the Omega Gas Stove. It 
is a round stove, all enclosed and made of cast iron. 
SUBSCRIBER. 
taint 16, 1917 
ontienitiiias 


A LONG R ECOR D. 


-, Pennsylvania, 


The Clayton and Lambert Manufacturing Company 
»f Detroit, Michigan, has always striven to make the 


best tinsmiths firepots and torches that expert work 


manship and best materials can produce. How well 


they have succeeded is shown by a long and favorabl 
thirty years during which time the goods 
American market. 


record 


have become the standard of the 
Dealers should watch their stock and keep it 


Catalog of the Company can be obtained free 


well in 


hand. 
by writing to Detroit and in the meantime, the leading 
jobbing houses will supply the dealers’ wants at fac- 
tory prices. 
+e- 

Therefore let us hope that it may be our privilege 
slaves of cus 
better 


to do our work gladly, and not to be the 


tom and precedent, but the servants of our 


selves.—O. C. Saum. 
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THE TINNER’S DREAM. 


Uncle Sam’s Post Office brings us from Dayton, 
Ohio, a sample of the produce of one of the Knights 
of the Snip of that enterprising city. 

Why a sheet metal worker in Dayton, Ohio, should 
dissipate his entire capital by trusting every Tom, 
Dick and Harry is a problem and if he uses poor judg- 
ment in indiscriminately trusting everybody who asks 
for credit it would be considered poor consolation in a 
locality other than Dayton to swelter in a hot climate. 
Here is the Daytonian’s view: 

THE TINNER’S DREAM. 
Last evening I was talking 
With a Tinner old and gray, 
Who told me of a dream he had 
I think ’twas Christmas Day. 
While snoozing in his office 
The vision came to view. 
For he saw an angel enter 
Dressed in garments white and new. 


Said the Angel, “I’m from Heaven, 
The Lord just sent me down. 

To bring you up to glory 

And put on your golden crown. 
You’ve been a friend to every one 
And worked hard night and day. 
You have supported many thousand 
And from few received your pay. 


So we want you up in glory, 

For you have labored hard. 

And the good Lord is preparing 
Your eternal just reward. 

Then the tinner and the Angel 
Started up to glory’s gate. 

But when passing close to Hades 
The Angel murmured “Wait. 


I have a place to show you, 

It’s the hottest place in H——, 
Where the ones that never paid you 
In torment always dwell.” 

And behold the tinner saw there 
His old customers by the score. 
And grabbing up a chair and fan 
He wished for nothing more. 


But was bound to sit and watch them 
As they sizzle, singe and burn. 

And his eyes would rest on debtors 
Which ever way he’d turn. 

Said the Angel, “Come on tinner 
There’s the pearly gates to see. 

But the tinner only muttered 

This is Heaven enough for me. 


~~ 
7. 


NOTES AND QUERIES. 





Franklin Stoves. 

From E. W. Leppla, Seaside, Oregon. 

Kindly advise where I can purchase Franklin stoves 

Ans.—Cribben and Sexton Stove Company, 680 
North Sacramento Boulevard, Chicago; Foster Stove 
Company, Ironton, Ohio; S. M. Howes and Company, 
Boston, Massachusetts; W. D. Sager, 330 East North 
Water Street, Chicago; Smith and Anthony, Boston, 
Massachusetts; and Stove and Range Company of 
Pittsburgh, Pittsburgh, Pennsylvania. 

Cannon Stove with Warm Air Heater Feed Door. 

From South Sioux City Tin Shop, South Sioux City, Ne- 

braska. 

Can you advise who makes a cannon stove with a 
warm air heater feed door? 

Ans.—Chicago Stove and Range Company, 2023 
South Clark Street; Cribben and Sexton Company, 
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680 North Sacramento Boulevard; and Reading Stove 
Works, 2901 South LaSalle Street ; all of Chicago. 


Combination Punch and Shear. 
From T. B. Callahan, 198 Frank Street, Akron, Ohio. 


Please tell me who makes a combination punch and 
shear. 

Ans.—Bertsch and Company, Cambridge City, In- 
diana; Niagara Machine and Tool Works, Buffalo, 
New York; and Peck, Stow and Wilcox Company, 
Cleveland, Ohio. 


Solder for Aluminum. 
From the Consolidated Sheet Metal Works, 661 Hubbard 
Street, Milwaukee, Wisconsin. 


Can you tell us where we can obtain solder for 
aluminum ? 

Ans.—L. B. Allen Company, 4517 North Lincoln 
Street, Chicago; and George E. Roesch, 386 New 
York Street, Aurora, Illinois. 


Warm Air Hester with 16” Firepot. 
From South Sioux City Tin Shop, South Sioux City, Ne- 
braska. 


Will you please tell us who makes a warm air heater 
with a 16” firepot? 

Ans.—Boynton Furnace Company, 131 West Lake 
Street; and Thatcher Furnace Company, 131 West 
Lake Street; all of Chicago. 

Rain Water Filters. 


From Robert E. Nolker, Corner 15th & Pine Streets, St. 
Louis, Missouri. 


Kindly advise who makes rain water filters for 
downspouts. 

Ans.—Sullivan-Geiger Company, 501 Madison Ave- 
nue, Indianapolis, Indiana; and the Utility Sales Com- 
pany, 1434 Main Street, Cincinnati, Ohio. 


Aluminum Sheets. 
From the Consolidated Sheet Metal Works, 661 Hubbard 
Street, Milwaukee, Wisconsin. 


Please tell us where we can obtain sheet aluminum 
about 1/64” thick. 

Ans.—S. Birkenstein and Sons, 377 West Ontario 
Street, and the United Smelting and Aluminum Com- 
pany, Incorporated, 959 Monadnock Block, both of 
Chicago; and U. S. Reduction Company, East Chi- 
cago, Indiana. 





ITEMS. 


The Fox River Cornice Company, Green Bay, Wis- 
consin, manufacturers of sheet metal work, will install 
additional equipment in a plant just taken over. 

The Yehling Sheet Metal Works has purchased the 
business of H. H. Bischoff at 1412 Niedringhaus Ave- 
nue, Granite City, Illinois. W.H. Ballard is the man- 
ager. 

Otto Schumann has leased the former plant of the 
Hart Manufacturing Company at Grand Rapids, 
Wisconsin, who manufactured stoves and heaters, and 
will equip it for the manufacture of all kinds of sheet 
metal work. Mr. Schumann was associated with the 
Hart Company until it moved from Grand Rapids. 

In these days when sheet steel is difficult to obtain it 
may be news for a number of sheet iron users to learn 
that a car of one pass cold rolled box.annealed steel, 25 
gauge, size 22x96 can be had below the market price 
at Goshen, Indiana. Widner and Morrice at that place 
can give further particulars. 
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NEW PATENTS. 
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Gate Latch. 
Filed July 24, 1916. 


1,235,560. 
ton, D. C. 

1,235,574. Fly Trap. 
Filed September 18, 1916. 

1,235,588. Post-Hole Digger. 
Filed February 7, 1917. 

1,235,593. Stove-Moving Means. 
ledo, Ohio. Filed September 11, 1916. 

1,235,626. Screw. Charles Daniel 
dence, R. I. Filed February 28, 1917. 

1,235,634. Safety Device for Gas Stoves. Joseph L. An- 
thony, Taunton, Mass., assignor to Weir Stove Company, 
Taunton, Mass. Filed September 10, 1915. 

1,235,694. Window Screen. Conrad A. Johnson, James- 
town, N. Y. Filed May 1, 1916. 

1,235,707. Lock for Mail Boxes. 
Elberton, Ga. Filed August 7, 1916. 

1,235,714. Elastic-Seam Metal Roof. Randolph N. Mit- 
chell, New Kensington, Pa. Filed April 5, 1915. 

1,235,735. Screen. Joseph J. Steffan and Cornelius G. 
Scilligo, St. Louis, Mo. Filed May 17, 1915. 

1,235,769. Window Screen. Hermann Damm, New York, 
N. Y. Filed September 6, 1916. 

1,235,772. Padlock. Frank M. 


Kennie H. Deloatch, Washing- 
John B. Kirby, Whitman, Mass. 
Tom Moore, Hays, Kans. 
Estle Dee Plyley, To- 


Woodward, Provi- 


Jesse S. McDonald, 


Devereaux, Syracuse, 


N. Y. Filed April 2, 1917. ; ; 
1,235,789. Gate Hinge. Charles R. Furgason, Amorita, 
Okla. Filed May 19, 1917. 


1,235,790. Garden Hoe. Henrie W. Gates, Olalla, Wash. 
Filed October 13, 1916. 

1,235,813. Lawn or Garden Sprinkler. Charles L. Kelso, 
Cle Flum, Wash. Filed August 26, 1916. 

1,235,833. Animal Trap. Waverley C. Moore, Anderson, 
S.C. Filed March 20, 1916. 


1,235,870. Knife. John Ambicky, East Orange, N. J., 
assignor of one-half to Samuel Pelleck, Newark, N. J. Filed 
December 2, 1916. 

1,235,885. Safety Catch Latch. George Henry Elwell, 


Boston, Mass. Filed October 20, 1914. 
1,235,946. Door Latch. Cesare Vicenzi, Milwaukee, Wis 
Filed September 18, 1916. 
1,235,950. Washboard. Luther J. Williams, Sardis, 


Miss. Filed’ May 15, 1917. eo 
1,235,995. Attachment for Meat Grinders. Senjamin J. 
Moss, Baltimore, Md. Filed May 25, 1917. 











1,236,013. Ventilation Window-Head. Darius E. Schrau- 
ger, Atlantic, lowa. Filed November 11, 1916. 

1,236,037. Sash Lock. George H. Andreas, New York, 
N. Y. Filed March 11, 1915. 

1,236,061. Plate-Drainer and  Dish-Pan. 
Dawson, Boulder, Colo. Filed January 12, 1917. 
1,236,139. Utensil-Holder. Alf Bertelsen, San Francisco 

Filed October 3, 1913. 
1,236,157. Window Ventilator. Harry W. Gaddess, Bal- 
timore, Md. Filed February 23, 1917. 

1,236,171. Warm Air Heater. George H 
Grange .Park, Ill. Filed February 10, 1917. 

1,236,172. Blow Torch. Gustaf E. 
Minn., assignor of one-half to Hugo 
Minn. Filed February 23, 1917. 

1,236,233. Adjustable Paring and Slicing Gage for 
Knives. Henry Till, Pittsburg, Cal. Filed May 17, 1917. 

1,236,255. Gate Latch. Coy R. Bond, Idaho, Ohio, Filed 
April 20, 1915. 

1.236.258. Tool Holder. 
Filed February 21, 1917 

1,236,262. Safety Razor 
N. Y. Filed November 10, 1916 

1,236,277. Top for Milk Pails 


ning, Pa. Filed September 18, 1916 


William A. 


Cal. : 
| less, La 


Duluth, 
Duluth, 


Holmgren, 
Freimuth, 


John B. Brown, Akron, Ohio. 


Peter Buscemi, New York, 


Annie J. 


Donze, Kittan- 


1,236,279. Ice Cream Scoop Rinhold | Fenchel, 
Beaver Falls, Pa Filed November 27, 1915. Serial No 
63,791. Renewed January 2, 1917. 


1,236,280. Gas Stove. vada, Mo. Filed 
March 30, 1917. 


1,236,287, 


Emma Ferry, Ne 


Door Lock. Stephan G. Gerlach, Stratford, 


Conn. Filed December 13, 1916 

1,236,294. Closure for Fruit Jars. Nellie Hailer, Slat- 
ington, Pa. Filed February 16, 1915 

1,286,302. Tron Attachment Mary Hooper, San Diego, 
Cal. Filed December 29, 1916 

1,236,305. Crude-Oil Burner John Albert Hudgens, 
Pineland, Texas. Filed Fel 


ruary 14, 1917 

1,236,312. Hilles C. Jones, Allentown, N, J. 

Filed March 3, 
1,236,327. 


Mace, New 


Hose Clamp 
1917. 

Safetv Device for Gas Ranges 
Haven, Conn. Filed April 14, 1916 


Robert A. 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








PREVAILING UNCERTAINTIES AMONG 
BUYERS AND SELLERS REFLECTED 
IN MARKET CONDITIONS. 





The week in pig iron has been a repetition of the 
previous conditions of small inquiry, few sales and a 
strong demand for shipment. There has been some re- 
selling as a result of the embargo on exports, but this 
has not been very extensive and prices have yielded 
little. In general, prices are not well maintained, al- 
though sufficient business has not been done to afford i 
real test. As a result of the continued retarding of 
the dispatch of ore vessels at lower lake ports owing 
to insufficient car supply, some of the confident pre- 
dictions that the fleet will be able to deliver the ton- 
nage of ore set before it as the season’s goal and neces- 
sity, have been shaken. 

The present uncertainties among both buyers and 
sellers in their efforts to gauge the various influences 
to which the industry is being subjected, are reflected 
in the market conditions. A certain amount of easing 
up in the tension of prices, which long has been in evi- 
dence, is noted. Re-selling activity has increased. 
Lower levels are developed by semi-finished steel. 
Sales have been made at $15.00 or more below the 
recent maximum points. As a result of this decline, 
semi-finished steel is brought more in line with its nor- 
mal spread over pig iron values. There is little doubt 
but that the export embargo has been an important 
factor in causing sellers to be less confident of their 
In the Pittsburgh district, some re-selling by 
Even in plates, which 


market. 
finishing mills has appeared. 
have probably’ been the strongest finished line, lower 
offers have been made, some of which are of a re-sale 
Generally speaking, premiums are less ob- 
tainable on finished steel for early delivery. Ware- 
house business has declined in some districts. The 
official report showing only 411% percent of fabricate-] 
shop capacity was contracted for in July, indicates the 
depressed state of the country’s general building activ- 
ity. Some of the shops continue to re-sell surplus 
stocks of shapes which have grown as new business 


character. 


has dropped. 

A readjustment to the new and unprecedented con- 
ditions which have recently developed is being carried 
forward in its own way by the iron and steel industry, 
but in the meantime, proposals for even more extra- 
ordinary Government interference are looming before 
it. The industry now faces the most radical form of 
Federal control yet concretely put forth, through the 
Pomerene Bill introduced in the Senate last week. As 
originally drawn, the enactment of this measure would 
place the production, sales and distribution of the in- 
dustry completely in the hands of the Government. It 
appears that the purpose of the bill is to give the Gov- 
ernment greater authority in connection with the ap- 


proaching determination of production costs by the 
Federal Trade Commission and such enforcement as 
is to be made of these findings. It is worthy of note 
to point out how extensive the export embargo, ef- 
fective this week, really is. Out of 6,868,978 tons 
sent abroad in the twelve months ending June, 
3,008,576 tons were in plates, pig iron, scrap and semi- 
finished steel, the products in which overseas shipment 
is forbidden. 


STEEL. 

There is considerable irregularity existing in ware- 
house quotations on steel plates. One store closely 
connected with a steel producer continues to quote this 
material at 7 cents store, while other stores have ad- 
vanced to 10 cents, Chicago store. Assortments are 
much broken, and the demand for plates has been sucn 
that only regular customers can obtain this material. 
Comparatively little business is being done in bars, 
soft steel being almost unobtainable while hard steel 
are not being booked by makers except in a small way. 
Hard steel bars are quoted generally at 4.50 to 5 cents 
Chicago, although one maker is still booking some ton- 
Most inquiry now is for fourth 
More 


nage at 4.25 cents. 
quarter of this year and first quarter of next. 
active conditions prevail in the structural market in 
the West, due entirely to lettings by railroads and pub- 
lic utilities. On plain material, no open quotations 
seem to exist, due to lack of interest by buyers, but 
4.75 cents Chicago is apparently the minimum. 


COPPER. 

The interests of the metal trade are still deeply ab- 
sorbed in the developments in Washington relative to 
the price fixing policy of the Government. Nothing is 
expected until the Federal Trade Commission hands in 
its report on production costs. As a result of this un- 
certain situation, buyers and sellers still maintain theiz 
policy of keeping as far apart as possible. There are 
few inquiries and buying is noted in only a few cases 
consumers are forced to cover on their im- 
Prices may be quoted nominally 2s 
Electrolytic, 


when 
mediate needs. 
follows on a basis of cash, New York: 
Spot, 27 to 27% cents; August, 2634 to 27% cents: 
September, 261%) to 27 cents; and last quarter, 26 to 
26% cents. There is not much Prime Lake copper 
being offered but it is believed this grade could be ob- 
tained from 28 to 29 cents, cash, New York. Casting 
copper is holding nominally at 26% to 27 cents, cash. 


TIN. 
The tin market has slumped off somewhat in sym- 
pathy with the declines in the London market. Straits 
tin is holding nominally at 6234 cents New York, for 


Trading during the past week has 


spot shipment. 
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remained very quiet. Although pig tin is not subject 
to any price fixing policy, the discussion of which has 
for more than a week completely paralyzed business in 
other metals, still the present stagnation in tin is the 
result of the situation in Washington. Chicago ware- 
houses have increased prices one cent a pound, the 
new quotations being: Pig tin, 70 cents and Bar, 71 
cents. 


LEAD. 

The position of the lead market is somewhat a mys- 
tery to the consumer who is unable to size up the situ- 
ation with any degree of accuracy, on account of the 
action taken by the Government in not disclosing its 
lead requirements to the public. Together with this 
and the general uncertainty, the market has been dull 
during the week. The leading independents are hold- 
ing very firm at 10.92% cents, St. Louis. The outside 
market may be quoted at 10.62% to 10.87% cents, St. 
Louis, for lead for prompt and August shipment. 
Chicago warehouses have advanced their prices on 
American Pig and Bar lead, their prices being re- 
spectively, $11.75 and $12.25. 


SOLDER. 

Solder prices have been advanced %' cent in the Chi- 
cago market, the new quotations being: XXX Guar- 
anteed, 1% & %, 39% cents; Commercial, 4% & %, 37% 
cents; Number 1 Plumbers’, 35% cents. 


SPELTER. 

The spelter market during the past week has also 
been very quiet. Prices, despite the inactivity, have 
still held firm owing to the fact that the market is hold- 
ing at about cost. There is little or no inquiry from 
consumers or dealers, but at the same time, there is 
no special eagerness shown to make sales, on account 
of present unprofitable prices. Prime Western for 
prompt shipment may be quoted nominally at 8% 
cents, St. Louis; Prompt and August, 8% cents; Sep- 
tember 854 cents and last quarter, 854 cents. Brass 
special for prompt shipment is quoted nominally at 
g to 9% cents, St. Louis. 


SHEETS. 

Estimates continue to be made that about 150,000 
tons of material for the Government before the end of 
the year will be rolled by sheet manufacturers in this 
country. Tonnages reaching a large total are repre- 
sented by orders being placed with sheet makers by 
the Government. From 10 to 15 percent of their ca- 
pacity is being devoted by most mills to the direct and 
indirect requirements of the nation, for use in making 
camp ranges, stoves, buoys, shrapnel cases, steel cars 
and ships. The demand for steel sheets in the Chicago 
market continues strong with quotations unchanged. 
The minimum appears to ke 9.19 cents, Chicago, on 28 
gauge black sheets and on Number 10 gauge blue an- 
nealed sheets, 8.94 cents, Chicago. Number 28 gauge 
galvanized is steady at 10.19 cents, Chicago. A mod- 
erate tonnage was taken out last week in this territory 
by a large eastern steel mill to signalize the opening of 
its sheet department. 


AMERICAN ARTISAN AND HARDWARE RECORD 43 


TIN PLATE. 

It is stated approximately that in the past two weeks 
the production of tin plate has been 70 percent of the 
capacity available. Hot weather is said to be the 
cause, but the real difficulty is that there are no extra 
men. Operations are very irregular for there are not 
sufficient men to fill out the crews, and towards the 
close of the week the work is particularly light. While 
new demand from jobbers is not so active as it was a 
month ago, the foreign inquiry is still very heavy. 
Some mills now have enough orders on their books to 
take care of their entire output up to April of next 
year. 


OLD METALS. 

There is a better feeling evident in the scrap iron 
and steel market in Chicago and dealers are trading 
much more freely than during recent weeks. Con- 
sumers do not hesitate to pay the present range of 
prices in cases where they buy to fill immediate wants, 
but otherwise they are not taking on much material. 
It seems apparent that the possibilities of Government 
price regulation are holding back new business. Deal- 
ers believe that buyers entering the market would find 
the quotation practically $35.00 delivered Chicago, for 
the heavy grades. In most items the market is nar- 
row, but buying by consumers is believed to be a mat- 
ter of only a short time. Wholesale dealers’ quota- 
tions, which may be considered nominal are as fol- 
lows: Old steel axles, $45.00 to $47.00; old iron 
axles, $45.00 to $47.00; steel springs, $38.00 to $39.00 ; 
Number 1 wrought iron, $33.00 to $34.00; Number | 
cast iron, $23.00 to $24.00, all net tons. Prices for 
non-ferrous metals are as follows, per pound: Light 
copper, 22 cents; light brass, 134% cents; lead, 9% 
cents; zinc, 64 cents; cast aluminum, 25 cents. 

PIG IRON. 

Buyers of pig iron are disposed to await develop- 
ments, under the expectation of possible price regula 
tion at Washington. It appears unlikely that the pres 
ent quotation of $55.00 furnace will be exceeded, and 
it is generally believed not much chance is being taken 
in waiting, as any change from the present level prob 
ably would be downward. Little possibility of further 
buying for delivery before the middle of 1918 exists, 
inasmuch as makers in this district are sold most com- 
pletely until that date. The present quietness is we! 
comed by makers as an opportunity to devote their 
energies to meeting heavy contract obligations. Pro 
duction is made very difficult on account of irregular 
ity of quality and scarcity of coke. This comes about 
from the coal and car situation. 
demand is the result of the fact that almost all makers 
are behind on contracts and their deliveries much de 


Considerable spot 


Foundry operation is heavy and melters are 
There are frequent 


ferred. 
using all the iron they can obtain. 
requests for anticipation shipments but under the pre 
vailing circumstances, this is difficult to obtain. South 
ern iron is quiet. Spot iron commands $50.00 Birming 
ham, but is obtainable only in small tonnages. Sales 
for first half of next year are understocd to have been 


made at $48.50 Birmingham. 
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